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Two Hartfords Vote 
To Increase Capital 


. | Total by $9,000,000 
older. niece 


- Massa! Hartford Fire Capital Going to 
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» Co. is) $16,000,000 by Transferring 
iealttt- "$4,000,000 From Surplus 
het’ HARTFORD A. & I. CHANGE 
atly ar-} 


or ready. Casualty Company Adding $5,000,- 
‘age and! 000 to Capital, Making $10,000,- 
he com- 000; $5,000,000 Also to Surplus 


‘ram, A 
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Stockholders of the Hartford Fire on 
)lify the September 22 voted to increase capital 
ing andi stock of the company from $12,000,000 
 CoVer-F ty $16,000,000, the 400,000 additional 
Sve OF hares to be paid for by transferring 
_ $4,000,000 from the surplus to the capital 
& account of the company. 
s. The) At a meeting of directors, this addi- 
Ta tional issue was declared as a stock divi- 
can beg dend payable November 1, 1949, in the 
at all@proportion of one share of additional 
ted and stock for every three shares held by 
one Of fstockholders of record at the close 
‘Te ry business October 3. Stockholders 
a the@Whose holdings are not evenly divisible 
pty three will receive fractional scrip 


"certificates, 


of 
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OTT Hartford A. & I. Increase 
at Stockholders of the Hartford Accident 
ree & Indemnity also voted that the com- 
pany’s capital be increased from $5,000,- 
sd field 000 to $10,000,000 by the issue of an 
‘pies additional 500,000 shares at $10 par value. 
Of = Directors of the Hartford Fire authorized 
| the purchase of the entire issue at $20 
April OP share. By this action $5,000,000 will 
| ADM he added to the capital of the Hartford 


ved IM PAccident & Indemnity and $5,000,000 to 


Wo i ‘the company’s surplus. 
i Aes When these changes were originally 
fe, proposed, Charles S. Kremer, president 


“of the Hartford Fire, stated, “If future 
/carnings warrant it is hoped and ex- 
“pected by the board of directors that 
ithe Hartford Fire will be able to con- 
iinue to pay dividends on the presently 
poutstanding stock and the additional 
CES stock at the present annual rate of $2.50 
indard | share.” 

{ from) Paul Rutherford, president of the 
‘omery Hartford Accident & Indemnity, said in 
w ad-fTespect to that company, “this will re- 
ncisco (ult in making a strong company even 
Insur- FSttonger and in placing us in position 
ent of #0 continue our rapid growth and de- 
Smith velopment. It will be a move which will 
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Fran-§e pleasing to the company’s agents, 
: resi- y tokers, and policyholders.” 
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"Conservation Is Insurance 


30 million acres of woodland are ravaged 





by fire each year chiefly due to man’s care- 
lessness. With them are destroyed many 
summer hotels, homes and campsites, to 
say nothing of count- 

less numbers of wild 

life. 







Encourage conservation. It’s good insurance — 
for the country’s natural wealth, like the people’s 


property, deserves the best in protection. 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM- 
PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) > LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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The Measurer 


In a list of death claims paid by our Company in the year 
1871 we were interested in the occupations involved. They in- 
cluded all the familiar occupations such as farmer, merchant, 
printer, teacher, physician, salesman, jeweler—just as such a list 








would present today. 






But the 1871 list had several other occupations with an un- 
familiar sound. For example, a coachmaker, a boatman, a 
measurer, a gentleman. By “gentleman” was meant simply a man 
who did not occupy an office or a shop. Today he probably would 
be listed as a capitalist. 








A list of this kind impresses upon an underwriter that in 
prospecting after listing occupations peculiarly fitted to one’s own 






time there remain businesses not so obviously situated on the main 
highway but also occupations not necessarily outmoded. 













Today we may not find many coachmakers, but there are still 
blacksmiths. Instead of shoeing horses, they continue as workers 







in iron with many new markets. 













THE PENN MUTUAL LIFE INSURANCE CO. 
MALCOLM ADAM 


President 
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Travelers to Double 
Capital By Issuing 
100% New Shares 


Similar Action by Travelers Fire 
and Travelers Indemnity Up 
to Stockholders 


PAID FOR OUT OF SURPLUS 


To Be Voted on at Meeting Octo- 
ber 31; Will Not Affect Divi- 








dends This Year 
Hartford, Sept. 26—A proposal to in- 
crease the outstanding stock of the 


Travelers from $20,000,000 to $40,000,000, 
the additional shares to be paid for by 
transfer of $20,000,000 from surplus to 
capital account, has been recommended 
to stockholders by the board of direc- 
tors. This action is taken to bring the 
capital account more in proportion to 
the size and volume of business of the 
company. The Travelers has 9,500 stock- 
holders. 

Under the proposal, stockholders will 
receive one additional share of Travelers 
stock for every share held, the record 
date to be fixed at a directors’ meeting 
next month. Stockholders will act on 
the recommendations at a special meet- 
ing to be held October 31. 


Includes Wholly-Owned Affiliates 


Travelers presently has 200,000 shares, 
par value $100 each, now outstanding. 
If stockholders approve the proposal, 
the company’s capital account will con- 
sist of 400,000 shares of $100 par value. 

The directors also approved a proposal 
to double the capital stock of two prin- 
cipal wholly-owned affiliates, the Travel- 
ers Indemnity Co. and the Travelers Fire 
Insurance Co. 

This will involve the transferring 
$3,000,000 from surplus account to capital 
account in the Travelers Indemnity and 
$2,000,000 from surplus to capital in the 
Travelers Fire. 

In a letter being mailed to stockhold- 
ers today, F. W. Cole, chairman of the 
board, and J. W. Randall, president, say 
that the increase is proposed in order 
to “preserve a reasonable proportion of 
capital to the size of the companies and 
their volume of business. 

“The payment for additional stock by 
the transfer from surplus account into 
capital account will not increase the 
earning capacity of the company or its 
ability to pay dividends, but will provide 
a better balanced capital structure. 
_“The additional shares will not par- 
ticipate in any dividend declared or paid 
in 1949 and the first dividend on the 
increased capital will therefore be pay- 
able in March, 1950. Subject to develop- 
ments prior to that time and to such 
conditions and prospects as then prevail, 
it is the present expectation of the di- 
rectors to give consideration to the pay- 


(Continued on Page 8) 
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“For two years, I’d known George Duncan as a pleasant, competent 
salesman for the Aitna Life. Then one day he walked into my office 
brimming with new confidence. I was impressed with his clear, logical 
answers to questions that had stumped men years his senior. Even more 
impressive was the way he set up a program that stretches my dollars 
and gives me more peace of mind than I’ve known in years. He has the 
thoroughly professional knowledge he needs to serve his clients better. 

“Yes, I'd recommend George to anyone since he attended the Aitna 
Life School in Hartford. He tells me he never worked so hard in his life, 
but it’s certainly paying off—in prestige and cash. 

“I know for a fact that he’s in solid with more of our local business 
leaders than ever. And that’s only the beginning. Mark my words. He’s 
going to be the Town’s top insurance salesman.” 





Two Career Courses for Atna Life Salesmen 


Estate Control Plan School—gives AEtna salesmen thorough mas- 
tery of the AEtna Life’s exclusive Estate Control Plan and a broad 
understanding of the principles and techniques of life insurance 
salesmanship. 


Advanced Life Insurance School—embraces Business Insurance, 
Estate Protection, and an introduction to Employee Incentive Plans 
with participation in sound, field-tested demonstrations of applied 
techniques. 














ETNA LIFE INSURANCE COMPANY $®» HARTFORD, CONNECTICUT 
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Contrasts of Century Ago and Now 


Harrison L. Amber, Berkshire President, Sounds Warning 
That Nation Must Keep Its Hard-Won Heritage 
of Independence, Thrift and Initiative 


The Berkshire Life Insurance Co. is 
og years old. At its convention of lead- 
ers in Quebec this month, President 
Harrison L. Amber _ contrasted the na- 
tion's economy working and living condi- 
tions of the people at that time with the 
situation now. In his review he told of 
the important role which life insurance 
has played in elevating standards of liv- 
ing and security for the family. He 
concluded with strong emphasis on the 
necessity of preserving traits of thrift, 
foresight, industry and other qualities 
and characteristics which have made this 
nation a leader and therefore upon the 
necessity of constant opposition to the 
doctrines of the socialistic or welfare 
state now threatening the nation. 

In 1850, the year before the Berkshire 
started business the workers of America 
numbered 7,006,500. Some worked as 
much as 72 hours a week. Ninety-eight 
years ago men and women did 15% of 
the work, animals 79%, machines 6%. 
Today the figures are: Men and women 
15%: animals 1%; machines 96%. To- 
day we are producing $1.61 worth of 
soods per hour as against 27 cents in 


| 1850. The national income has grown in 


| this century from $7.3 to 190 billion. 


A century ago a few companies—all 
of them now among the leaders—had 
little in force. Today there are more 
than five hundred companies having in 
‘the aggregate approximately $250 bil- 
lion in force. 

Performance Made Life Insurance 

Stature Great 

The great growth of prosperity in 
America cannot be accurately analyzed 
without taking into consideration the 
complement of the amazing growth of 
life insurance, said President Amber . 

_ This growth of American life insurance 
is not the result of accident, luck or any 
other fortuitous circumstance. It is the 
result of hard-working, hard-thinking, 
carefully planned administration and op- 
eration coupled with the amazing suc- 
cessful efforts of life insurance agents, in 
making the people of this country under- 
stand the significance and value of life 
insurance, and thus becoming owners of 
life insurance policies. 

Federalized State 


Discussing trends toward a Federalized 
state Mr. Amber said: “The United 
States was not built by weak men and 
that applies to Canada too. The pioneers 
who opened the new territories, erected 
the cities, made our great industry pos- 
sible, did not want to eat at the trough of 
ie government. These men were willing 


j : work and sacrifice in order to achieve 
their desires. They lived and worked for 


5 ° 
those they loved. If we are to achieve 


our share of the world’s business in the 
/luture, we must continue to do so by 
| oll and labor. Otherwise the goals can- 


not be maintained. The greatest danger 


/'acing this country is that men will be 


unwilling to pay the price for what they 


/ Want to attain for themselves and their 
B amilies.” 


Greatest of All Businesses 
continuing President Amber said: 
bebe here today are engaged in what I 
‘eve to be the greatest business that 
Wh €ver come from the mind of man. 

at seems so strange to me is that 









the: 


Tt are men, and some honorable, I 
ae who would seek, if not to destroy 
— Put it to time and expense to 
“lend the part it is taking in the de- 





HARRISON L. AMBER 


velopment of America. What fools they 
would be because it cannot be destroyed 
any more than religion can be destroyed 
—it is too important in the economic 
life of the nation. No business as vast 
as life insurance can always be perfect. 
Errors or mistakes the life insurance 
business makes are common errors of 
man. Perhaps the most supervised and 
most closely watched of any business in 
the world, it will stand any investigation 
which Congress may care to make. But 
life insurance is dependent for its ex- 
istence upon the premise of free private 
enterprise. It can never be properly or 
honestly conducted under a socialistic or 
communistic state. 

“In America we have won our freedom 
by voluntary efforts and the individual 
initiative of self relying men and women 
who were and are willing at all times 
to exercise the right to make sacrifices 
for the future of their families and their 
country. Your father and my father un- 
derstood the relation between freedom 
and responsibility. That relationship is a 
cherished heritage. 

“Life insurance stands as a monument 
to the faith that America can and will 
survive, but continuance of a nation’s 
success or that of an individual is not 
easy, as history demonstrates. The price 
of freedom in America has always been 
paid in terms of development of cour- 
ageous leadership. 

“Of late there has been a tendency 
for mass men to attempt to stamp out 
leadership and the ability of a democracy 
to produce leadership. If such a thing 
should prevail this civilization is doomed. 

“This current flowing in our national 
life would like to lead us into the stream 
of collectivism or socialism, whichever 
you designate it. It is a peaceful rather 
than a revolutionary development. Why 
is this taking place? 

“Following the closing of the banks in 
1932 the people in this country appeared 
economically helpless. A few had spirited 
out a few dollars to live on but business, 
as well as individuals, came under the 
great arm of the government. If the 
government could help them out of this 
dire calamity, then apparently it could 
help them in other ways. In that situa- 


tion, some men in high places saw a 
great opportunity to control and regu- 
late our lives and to hold out a land of 
milk and honey. It was perhaps more 
political than anything else and no doubt 
it was thought that this government 
control and regulation was only neces- 
sary for the moment. It was never in- 
tended that it would go as far as it has 
progressed today, but human nature is 
so constructed that when the Washing- 
ton control and regulation started, it 
wanted to go the whole way. The pat- 
tern now before us is security from the 
cradle to the grave. Those who look at 
it from a factual viewpoint realize that 
this cannot be done if the country be 
saved from bankruptcy. The words 
‘ominous’ and ‘challenge’ perhaps” best 
express our situation in the world out- 
look today; yet if we all have faith and 
courage, I think the future is promising. 

“In America we are committed to the 
proposition that every man should be 
able to live his own life with opportunity 
to earn his own daily bread. I hope, 
however, we do not come to the belief 
that every man shall have equal oppor- 
tunity and equal reward. This is either 
state of national socialism. I hope that 
free enterprise will continue to be the 
best productive system in the world. I 
hope that we may never be committed 
to the theory that men can beget chil- 
dren without carrying the right to a 
family by their own efforts. 

We all felt that Social Security, as it 
was first set up, made sense but when 
used to influence great voting blocks, 
then it loses its sense and becomes a 
political football. 

It looks to me as if the United States 
and Canada must be a proving ground 
for the success of free institutions. 

The United States and Canada have 
produced the greatest civil and political 
liberty the world has ever seen and at 
the same time have produced the highest 
standard of living that history has ever 
recorded. Why any person who has seen 
what America has produced in good liv- 
ing can ever think of adopting socialism 
or communism is beyond my comprehen- 
sion. We cannot endorse the radical, 
pessimistic views of Professor Laski, 
who recently said that the United States 
is headed for ruin and that our system 
could not produce or distribute with 
equity. This North American continent 
produces more than half of the total 
world figure. The United States alone 
has shown the greatest generosity and 
the most farsighted understanding of the 
need for half the economic world by put- 
ting to the support of other systems in 
other countries a suitable portion of the 
national income for a long period. We 
are struggling valiantly for a free econ- 
omy and a happier life which shall be 
world-wide. We are pouring our sub- 
stance into world channels so that men 
everywhere may live independent lives 
and prosper by the work of their own 
hands, hearts and minds. 

“To my own mind, this free world has 
its roots deep in the institution of life 
insurance and life insurance has its roots 
deep in a free world. We in life insur- 
ance are moulding the minds of men to 
act for economic independence. Those 
who sell life insurance are encouraging 
our citizens to think hard and straight 
in order that our freedom shall be pre- 
served. Every time another group or 
segment of our people starts to eat at 
the trough of government, our freedom 
declines a little farther. Through eco- 
nomic independence we can at least cur- 
tail this trend. I cannot feel that it is 
the desire, except for a few, to base their 
security for a job on the Federal Gov- 
ernment. We must all know that if we 
were to go the whole way that our gov- 
ernment in Washington would have us 
go, then all hope for a free U. S. A. is 
lost. 


Berkshire Life’s Field Conference at Quebec 


Berkshire Field Men 
Have Meet in Quebec 


FEATURE SELLING CLINICS 





Two Days of Business Sessions; Dinner 
Addressed by Superintendent 
Lafrance of Quebec 





The Berkshire Life’s 98th anniversary 
educational conference was held at 
Chateau Frontenac, Quebec, September 
14-17. The Leaders Club met in two 
days of business sessions prior to the 


regular conference sessions. The club 
had open forums on estate planning, 
taxation, business insurance, pension 


trusts and other subjects interesting the 
top writers. 

The regular conference meeting opened 
September 15 with a get-together as- 
sembly. W. Rankin Furey, vice presi- 
dent, gave the welcoming talk, followed 
by President Harrison L. Amber whose 
address is printed in part elsewhere. 


Keynote Theme 


Keynote theme of the conference was 
given by Hiram S. Hart, superintendent 
of agencies, who outlined the essential 
daily activities of a successful field man. 
Assembly then divided into two major 
groups for the conduct of sales clinics. 
One group was under leadership of Mr. 
Furey; the other of Mr. Hart. There 
was discussion of the company’s four 
major selling plans—Retirement Income, 
Social Security, Juvenile Insurance and 
complete life insurance programs. Visual 
selling aids provided by the company 
for the field were shown. 

On second day of general assembly 
Dr. Frank Harnden, vice president and 
medical director, gave observations on 
medical underwriting; Gardner F. Knight, 
vice president and actuary, discussed his 
department, and Mr. Furey reviewed the 
article in September, 1949, Fortune mag- 
azine which was captioned, “What’s the 
Matter With American Salesmanship ?” 

Mr. Furey said the most important 
educational job ahead of the Berkshire 
organization is to cultivate a spirit of 
salesmanship permeating all activities. 
He felt that successful growth of a 
company is limited only by intelligent 
speed developed to full production ca- 
pacity and emphasis on creative sales- 
manship. 

Following were award winners for the 
outstanding contributions in creation of 
the Berkshire’s Juvenile Sales Package: 
Valmore E. Alcombright, Clucas agency, 
Pittsfield, first prize for best sales illus- 
tration; Frank F. Schutt and Thomas 
E. Uhle, Gyli agency, Cleveland, co- 
winners of first prize for best sales 
presentation; finalists awards: John W. 
Talbot, Pittsfield, Mass.; D. Gade, 
Cincinnati; Nat S. Barrows, Wolfson 
agency, New York. 


Agents Advisory Committee 


Elections to the four man Agents Ad- 
visory Committee were: Leaders Group, 
B. J. Seidenberg, O’Brien agency, Al- 
bany; Gold Triangle, Joseph E. Ryan, 
Clucas agency, Pittsfield; Silver Tri- 
angle, Stanley A. Werminski, O’Brien 
agency; Bronze Triangle, Mr. Alcom- 
bright. 

Special meetings for general agents 
and supervisors were conducted by Vice 
President Furey on last day of confer- 
ence. Also, a special session was held 
for a joint meeting of the General 
Agents Association’s executive commit- 
tee and agency department officials. 

At the President’s dinner George 
Lafrance, Quebec Superintendent of In- 
surance, was guest speaker. 
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Malcolm Adam Presides 
At First Meet as President 


On September 19 Malcolm Adam, new 
president, Penn Mutual Life, presided 
over his first meeting. It was the Presi- 
dent’s Club for new organization of that 
company. Leading first-year men are 
brought to the home office in Philadel- 
phia, received by the president, their 
host at a luncheon attended also by 
executive officers and two trustees; then 
they are taken on a tour of the different 
departments to see how the home office 
end of their work is conducted. The 
members of this new group came from 


New York, California, Vermont and 
Louisiana. Those from New York fol- 
low: 


Heinrick C. Orth, Purser agency, New 
York City. He was educated in Breslau 
and Oxford; formerly worked in for- 
eign sales promotion in export business 
in the United States and Brazil, and had 
served in the U. S. Army Air Force. He 
produced more than $600,000 in his first 
year. 

Harry Phillips, III, Engelsman-Phillips 
agency, New York City, attended An- 
dover and Harvard, being graduated cum 
laude, and served two years in the Army. 
In his first year he produced almost 
$330,000. He is a son of Harry Phillips, 
Jr., Penn Mutual million-dollar producer. 

Seymour K. Cummins, Spence agency 
in the Bronx, attended St. John’s Uni- 
versity, majoring in finance, and is a 
graduate of New York Law School. 
While at college he worked after school 
hours on a delivery truck and in a 
stock broker’s office, also as an auditor, 
and also was with various law firms. 
He was four vears in the Army, and for 
a while practiced law. In his first year 
in life insurance he produced $347,000. 

Vermont representative is Robert C. 
Utton of North Troy, who won in both 
volume and lives, writing $394,000 on 116 
lives his first year. Leaving high school 
he was a mix-maker for an ice cream 
company, changed to hardware and gro- 
cery businesses and then ran a general 
store. 


New York Managers Hold 


Annual Golf Tournament 


The annual golf outing of the Life 
Managers Association of Greater New 
York was held last week at the Sleepy 
Hollow Country Club in Westchester. 
Alfred J. Johannsen, Northwestern Mu- 
tual, was in charge of arrangements. 
Other members of the committee were 
James F. MacGrath, Jr., United States 
Life; John H. Evans, Home Life of New 
York; Louis W. Sechtman, Aetna Life; 
and Arthur V. Youngman, Mutual Bene- 
fit. President of the Association is Har- 
ris L. Wofford, CLU, The Prudential. 

The annual dinner of the Life Mana- 
gers Association will be held at the 
Waldorf-Astoria on December 14. 





MARKS 35TH ANNIVERSARY 

Lloyd T. Mickle, agent for The Pru- 
dential in Denver, recently observed his 
25th anniversary with the company. 

In recognition of this long period of 
continuous service, V. H. Nelson, mana- 
ger of Prudential’s district office No. 2 
in Denver, presented Mr. Mickle with 
credentials of “Class E” of the Old 
Guard, an organization of company vet- 
erans. 

A native of Tracy, Ia. Mr. Mickle 
joined Prudential as an agent in Chi- 
cago and transferred to Denver in 1937. 
He is a veteran of the first World War. 





BUCKEYE UNION MEETINGS 

The Buckeye Union of Columbus has 
arranged a series of agency meetings to 
be held as follows: October 4, Canton; 
October 5, Akron; October 6, Cleveland; 
October 11, Cincinnati; October 12, Day- 
ton; October 18, Indianapolis; October 
20, Grand Rapids; October 25, Colum- 
bus; October 27, Pittsburgh. 


Home Life Names Two to Home Office Agency Department 





EDMUND B. CASE 


Edmund B. Case, assistant manager of 
the Home Life agency at Rochester, N. 
Y., and William C. Petty, Jr., assistant 
Huntington, W. Va., 
agency, have been appointed agency 
field assistants and have joined the 
home office agency department. In their 
new positions they will assist agency 
managers in the building of a full-time 
field organization, in advanced field 
training and in other phases of manage- 
ment work. 

Both men have been trained for their 
new responsibilities through Home Life’s 
training for management. Mr. Case 
joined Home Life as a field underwriter 
in 1947 after serving as an executive in 


manager of the 





WILLIAM C. PETTY, JR. 


the sales division of an oil company. 
Following a successful period of client 
building through Planned Estates, he 
was appointed assistant manager of the 
Rochester agency in July, 1948. He is 
a graduate of Colgate University and is 
a member of Sigma Nu fraternity. 

Mr. Petty, son of Colonel William C. 
Petty, manager of the Huntington 
agency, joined Home Life as a field un- 
derwriter in May, 1946, following Army 
service. In his first full year he placed 
among the top one third of Home Life’s 
field underwriters in production. He was 
named assistant manager at Huntington 
in May, 1948. Mr. Petty is a graduate 
of Eastern Kentucky State Teachers 
College. 
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been created. 





Ch MeMillen 
—_— 


Regardless of the monetary situation, 
insurance men ought never to forget 
that no matter what the value of money 
and physical assets may be, man's 
activity has and always will be the invis- 
ible capital of the world. It is worth 
more than all the money and all the 


other standards of value that have ever 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


+38 of a series 
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H. O. Underwriters 
Institute Progray) 


ANNUAL MEETING NOV. 19 Tor 





Company Membership Now 19]; Prom: 
nent Speakers and Discussion 4 
Feature Program 





Home Office Life Underwriters {,,, 
all parts of the United States and Car 
ada will gather at the Edgewater Beats 
Hotel, Chicago, for the 13th annus 
meeting of the Institute of Home Of, 
Underwriters which begins November | 
and runs through November 12, to he, 
a full program of addresses and paper 
of common interest. 

Among the guest speakers taking par 
in the program will be: Holgar J. Joh 
son, president of Institute of Life Ingy. 
ance, and Dr. Francis R. Dieuaide, scien. 
tific director of the Life Insurance Mei, 
cal Research Fund, New York. Willig 
H. Neely, vice president and secretary a 
Southern Farm Bureau Life will } 
general chairman of the meeting, 7; 
presidential address will be delivered }} 
N. Murray Longworth, assistant secre 
tary of United Benefit Life. 

An executive committee meeting wi 
be held Wednesday afternoon precedin; 
the meeting, at which time the chairma 
of the various committees will give thei 
reports. Amendments to the constitutio: 
and by-laws will be voted upon durin: 
the meeting. : 

Recent new member companies are) 
Bankers Life, Des Moines, represente! 
by George C. Archibald, underwriting’ 
vice president, and Royal Neighbors o 
America, Rock Island, IIl., represente’ 
by Dr. Hada M. Carlson, supreme phy: 
sician. Robert B. Caplinger, Reserv 
Loan Life of Texas is chairman of the 
membership committee. 

The growth of the Institute in the 
past few years to a record of 191 mem) 
ber companies throughout the Unite 
States and Canada and the excellen’ 
program which has been prepared in 
dicates the annual meeting this yeay 
will be one of the largest in numbey 
attending ever held. Ray E. Button 
publicity director, who is in charge 0 
registrations, predicts that over 37! 
members and guests will be in atten: 
dance. 

Special entertainment has_ been ar. 
ranged for the wives of the member 
and guests attending. Mrs. N. Murra 
Longworth will be chairman of the ladie 
entertainment committee, assisted by 
Mrs. Robert MacKenzie and Mrs. Raj 
E. Button. 











Financial Section Speakers | 


Speakers at financial section, Ameri} 
can Life Convention, next week includ 
Leroy A. Lincoln, who will talk oi 
“Economic Strength Through Life In| 
surance.” Other speakers at financia| 
section are these: Stahrl Edmunds, eco} 
nomic analyst, Northwestern Nationa) 
Life; Walter Williams, chairman) 
Committee for Economic Development) 
Courtland Elliott, consulting economist) 
Toronto; Lewis W. MacNaughton, con 
sulting geologist and petroleum engl 
neer; and Captain E. V. Rickenbacke'! 
president, Eastern Air Lines. 





NIAGARA FALLS ASS’N MEETS — 


G. S. Cutini, agency assistant in charg) 
of training for Life Insurance Co. 07 
Georgia, was guest speaker at the Set) 
tember 22 meeting of the Niagara Fa” 
Life Underwriters Association in Nay 
gara Falls, N. Y. He is a native 0 
Niagara Falls. : 





ELMIRA ASS’N SPEAKER | 
Gilbert Meltzer, assistant to the prep 
dent of Elmira College, was gu 
speaker at the September meeting of thi 
Elmira Life Underwriters Association ! 
the Mark Twain Hotel, Elmira, 
He discussed the college’s life undet 
writer course. 
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p. M. Gaston Becomes 
Phila. General Agent 

HEADS BERKSHIRE LIFE AGENCY 

Associated With E. H. 


Who Continues to Repre- 
sent Berkshire 


Had Been 


Plummer 


Benjamin M. Gaston, CLU has been 
appointed general agent in charge of 
the Berkshire Life Eastern Pennsylvania 
office, 1200 Lincoln-Liberty Building, 
Philadelphia. The agency was estab- 





BENJAMIN M. GASTON 


lished more than 80 years ago, and was 
under the continuous direction of Ever- 
ett H. Plummer, Sr. from 1873 to 1918, 
and from 1918 by his son, Everett H. 
Plummer, Jr.. who joined the agency 
in 1903. During the past year, Mr. 
Plummer and Mr. Gaston have jointly 
managed the agency. Mr. Plummer will 
continue to represent Berkshire Life as 
a general agent. 

Mr. Gaston is a graduate of University 
of Tennessee and Wharton School of 
the University of Pennsylvania. He be- 
came a CLU in 1936 and successfully 
completed the examination in agency 
management in 1940. 

Almost a year prior to Pearl Harbor, 
Mr. Gaston entered the Army and rose 
irom second lieutenant to lieutenant- 
colonel. He served two years in Eng- 
land, France, Belgium and Germany, and 
was with the First Army in the Nor- 
mandy invasion. 

During the term 1948-1949 Mr. Gaston 
was instructor in the LUTC in Phila- 
delphia. 





Buffalo General Agent 
For Fidelity Mutual 


Ray S. Spurr, CLU, has been ap- 
pointed general agent in Buffalo for 
Fidelity Mutual. Mr. Spurr. was born 
and educated in Buffalo and has spent 
his working life in the insurance busi- 
ness, resigning from National Life of 
Vermont to accept his new post with 
Fidelity Mutual. 

Currently, he is president of the Buf- 
falo Chapter of Chartered Life Under- 
writers, and in July completed a term 
as president of the Buffalo Life Under- 
writers Association. Mr. Spurr spent 
three years in the Army Air Corps and 
Was mustered out as a lieutenant in 1946. 
Returning to the life insurance business, 
he has specialized in planned estates, 
business and tax insurance. 





TO HEAR HUBERT DAVIS 
The League of Life Insurance Women 
will hold its first fall meeting October 
4 at 3:00 p.m., at the Wanamaker Club 
Rooms, Dorothy M. Boond, president, 
announced. Hubert Davis, production 
Manager of the Charles B. Knight 
Agency, Inc., Union Central Life, will 


Speak. 





Surplus Not Affected 
By Devaluation Act 


VIEWS OF H. R. STEPHENSON 


in Newark at Dinner of N. J. 

Life Associates, Managed by 
Moishe Dickstein 

Addressing a dinner in Newark Tues- 
day night, occasion being the presenta- 
tion of a silver cup to Moishe Dickstein 
as president of the New Jersey Life As- 
sociates, which is Crown Life of Toronto 
agency in New Jersey, Vice President 
and Managing Director H. R. Stephen- 
son of Crown Life, discussed the recent 
devaluation in currencies. The cup was 
for achievements of the New Jersey 
agency in the company’s last club year. 

“While revaluation may reduce the 
amount of insurance in force, to a cer- 
tain extent,” he said, “and, also, similarly 
the assets, it will have no appreciable 
effect upon surpluses because the life 
companies doing international business 
are careful at all times to maintain an 
equal balance between their assets and 
liabilities in each separate currency.” 


Talks 





Dickstein Runs Three Agencies 


Toastmaster at dinner was Maurice 
Gilbert of the home office who is as- 
sistant superintendent of agencies. He 
called attention to the unique position 
Mr. Dickstein occupies in life insurance 
production in view of the fact that Mr. 
Dickstein also conducts agencies for the 
company in Montreal and Toronto, his 
Montreal agency for the club year end- 
ing in June, 1949, having been the com- 
pany’s top agency percentage-wise and 
thus winner of the President’s cup. 

Mr. Dickstein has been with Crown 
Life 26 years and the three agencies un- 
der his direction have $51,000,000 in 
force. The New Jersey agency now leads 
the company as in last club year it paid 


for $4,250,000 Ordinary and_ $5,500,000 
Group. 
Present at the dinner were the 


agency’s three Million Dollar writers— 
Abraham J. Wohlreich, Sidney E. Lei- 
want and Richard J. Moraff. Among 
others present was Joseph H. Clements 
who wrote $500,000 during last Crown 
Life club year. The Crown Life will be 
50 years old next September, said Mr. 
Stephenson. The company has $600,000,- 
000 insurance in force. 


Imig Accepts New Post 
Offered Him By NALU 


ASS’N DEVELOPMENT DIRECTOR 
Announcement Made by E. L. G. Zalinski 
Who Becomes Executive Vice 
President on October 1 


Richard E. Imig, acting executive vice 
president, National Association of Life 
Underwriters, has, on the invitation of 
board of trustees, accepted a newly 
created staff position of director of asso- 
ciation development. Mr. Imig assumes 


his new duties October 1 when Mr. 
Zalinski becomes chief executive staff 
officer. 


Following the election of Mr. Zalinski 
in Cincinnati as permanent executive 
vice president of NALU, the board of 
trustees unanimously expressed its 
thanks to Mr. Imig for the valuable 
service he had rendered the association 
by serving as its acting executive head 
during the period since J. E. Ruther- 
ford’s resignation, thus giving the selec- 
tion committee ample opportunity to re- 
appraise the functions of the NALU 
staff in the light of existing circum- 
stances and, having made that reap- 
praisal, to select those men who by 
reason of their natural attributes, train- 
ing and experience would best fill each 
staff position at national headquarters. 
At that time the trustees pointed out 
that experience has shown that the 
heavy and often unpredictable responsi- 
bilities of the association’s chief execu- 
tive officer frequently required his com- 
plete and undivided attention resulting 
in interruptions of regular routine ac- 
tivities of the association. It was hoped 
that the wide experience and particularly 
useful services of Mr. Imig could be 
preserved for the association and that 
a new staff position might be created 
at national headquarters in which he 
could further increase and develop the 
National Association’s service to its 
membership. 

The board of trustees empowered the 
incoming president Judd C. Benson, as 
head of the NALU executive committee, 
to invite Messrs. Zalinski and Imig to 
cooperate in defining the duties of the 
new staff officer and submit such outline 
to the committee for its approval. This 
job analysis having been completed, be- 
ing unanimously and enthusiastically ap- 


Open Spokane Agency for Massachusetts Mutual 


ARTHUR C. ROGERS 


Massachusetts Mutual Life has ap- 
pointed Arthur C. Rogers and Robert K. 
Powers general agents to set up a new 
agency at Spokane to serve eastern 
Washington and all of Idaho. The offices 
will be in the Paulsen Building. 

Mr. Rogers started in 1928 as an 
agent for John Hancock in _ Boston, 








ROBERT K. POWERS 


transferred to the Group department 
and in 1933 was made Group manager 
at Chicago. He joined Lincoln National 
when it entered the Group field. 

Mr. Powers, native of Worcester, has 


degrees from Boston College, North- 
eastern University Law School and 
Southwestern University Law School. 





RICHARD E. IMIG 


proved by executive committee. 

In making the announcement about 
Mr. Imig’s decision to continue with 
NALU in the new post, Mr. Zalinski 
stated that until the enrollment program 
and instructors’ conferences for 1949 Life 
Underwriters Training Council are com- 
pleted and until his successor as manag- 
ing director of LUTC has been installed, 
a substantial amount of his time would 
be devoted to the completion of that 
work. During that time he has asked 
Mr. Imig to serve in close liaison with 
the office of executive vice president 
under his direction. 


Some of Mr. Imig’s Duties 


Among specific activities in which the 
new director of association development 
will cooperate are the refinement and 
increased effectiveness of the local and 
state association officers’ leadership 
training program; closer correlation be- 
tween NALU and LUTC; the extension 
and strengthening of the association’s 
membership structure; the expansion of 
the National Quality Award program, 
and closer liaison with the NALU com- 


mittees of agents and general agents 
and managers in the development of 
special seminars both at the annual 


conventions and during the year. 





Near End of Controversy on 
Union-Industry Pensions 


As The Eastern Underwriter went to 
press controversies between the unions, 
U. S. Steel Corporation and Ford Motor 
Co., were reaching a conclusion. On 
Tuesday night the steel corporation of- 
fered to meet the 10-cent pension and 
welfare package recommended by Presi- 
dent Truman’s fact-finding board, but it 
insisted that the workers make addi- 
tional contribution from their own pay 
checks. Main issue in these controversies 
is whether employers pay the whole bill 
for industrial security or whether part 
of the cost should be paid by workers 
themselves. 

Ford, according to New York Times, 
has offered to CIO United Automobile 
Workers a non-contributory pension 
plan costing 83% cents an hour. 





He received the CLU designation in 
1946 and has qualified for the Million 
Dollar Round Table for the past two 


years. He was a Group claim supervisor 
for John Hancock in Boston, Detroit, 
Los Angeles and Chicago. In 1945 he 
went with Lincoln National’s O’Rourke 
& Co. agency at Fort Wayne as estate 
analyst, then became assistant general 
agent in the home office agency of 
American National at Galveston. He is 
a member of American Bar Association 
and the Bar Associations of [Illinois 
and Indiana. 
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Fred Selling Partner in 
Julius Selling Agcy., N. Y. 


Fred M. Selling (left) and Julius Selling 


Worcester, 


State Mutual Life of 
Mass., announces the appointment of 
Fred M. Selling as a general agent in 


Greater New York and the formation of 
the Julius Selling Agency as a partner- 
ship with Julius Selling and Fred M. 
Selling as partners. 

Fred M. Selling is a graduate of the 
Commercial College in Nuremberg, Ger- 
many, where he majored in economics. 
After completing an apprenticeship with 
an insurance brokerage firm in Ham- 
burg, he worked for his father’s firm, 
Julius Selling & Co., which was one 
of the largest brokerage firms in Ger- 
many. Although still a young man, he 
was taken into the management of the 
concern. 


With advent of Hitler, his business 
career in Germany was halted. Leaving 
Germany, Fred Sellings stayed for a 


while in France and England and later 
immigrated to the United States. Utiliz- 
ing his special knowledge of Interna- 
tional Marine Insurance he became an 
underwriter for the American Foreign 
Insurance Association in New York. 
Later he became associated with a 
prominent insurance firm devoting his 
entire time to selling life insurance. 

Soon after his father was appointed 
general agent for State Mutual, he 
joined the company as an agent. World 
War II interrupted his activities again. 
He served nearly three years, mostly 
overseas, with the Military Intelligence 
Service. Because of his linguistic abili- 
ties he was assigned to the Counter In- 
telligence Corps, Psychological Warfare 
Division and Interrogation of Prisoners 
of War. After discharge from the serv- 
ice, he rejoined his father’s agency and 
after familiarizing himself with various 
phases of agency management, he was 
made brokerage supervisor and assistant 
to the general agent. 

In addition to his supervisory work, 
Fred Selling won a National Quality 
Award in 1949 and last year was a mem- 
ber of the company’s President’s Club. 
He is an active member of the Life Un- 
derwriters Association of New York and 
is active in community affairs. 


Joins ALC 


_ Constitution Life, Los Angeles, has 
joined the American Life Convention, 
which organization now has 225 member 
companies. President of the company is 
T. Kirk Hill and Maytor H. McKinley 
is chairman of the board, O. S. Weide 
is executive vice president; H. A. Reeve 
is secretary-treasurer; G. M. Gannon is 
vice president and general counsel; Wil- 
liam E. Branch, M.D., medical director; 
and E. H. Neuschwander is actuary of 
the company. : 





200 at Funeral of 
Frederic S. Doremus 


SPENT 66 YEARS IN INSURANCE 





Letter of President to Members of 
Guardian Organization; Deceased 
Had Many Activities 





Close to 200 friends and associates 
paid final tribute to Frederic S. Dore- 
mus at his funeral services held Sep- 
tember 19 at Christ Church, Greenwich, 
Conn. It was a fitting eulogy of respect 
and esteem for this elder statesman of 
life insurance production who died at 
his home in Indian Harbor, Greenwich, 
on September 17 at the age of 8&4. 

In life insurance circles for 66 years, 
Mr. Doremus’ career in the business 
world was a singular one not only from 
the point of view of longevity but be- 
cause during practically all of that time 
he had been with but one company, 
the Guardian Life. 

Letter of President McLain 

In announcing the death of Mr. Dore- 
mus to all members of the Guardian or- 
ganization on September 19, President 
James A McLain wrote: 

“The death of Frederic S. Doremus, 
dean of Guardian managers and a mem- 
ber of our board of directors, brought 
to a close one of the most distinguished 
and one of the longest Guardian associa- 
tions in the history of the company. 

“Mr. Doremus was the son of Corne- 
lius Doremus, the first clerk employed 
by the company when it was founded 
in 1860, and later its second president 
(1898-1915). Frederick S. Doremus had 
been a Guardian manager since Janu- 
ary, 1888, most recently as senior part- 
ner of our home office Doremus-Bragg 
agency. He was a former president of 
the Guardian Leaders Club and had been 
a member of our board of directors since 
1940. Present at the funeral services of 
their associate were members of the 
Guardian board, official staff, field and 
home office organization.” 

Mr. Doremus was born in Rutherford, 
N. J., on February 1, 1865. After gradua- 
tion from Peekskill Military Academy, 
he became a member of the home office 
staff of the Equitable Life Assurance 
Society. In 1882 he joined the Guardian, 
and in 1888, was appointed state mana- 
ger for the company in Montana. He 
returned to New York in 1891 to assume 


management of the company’s home 
ofMce general agency, at that time 
Guardian’s sole branch office in New 


York City. In 1921, when the company 
adopted the policy of multiple agency 
representation in large cities, the Dore- 
mus agency rose to the rank of 
Guardian’s top production unit, as well 
as one of the best known life insurance 
agencies in New York City. Under the 
leadership of Mr. Doremus, it main- 
tained that position for many years. 
Merged Organization With That of 


J. E. Bragg 
Mr. Doremus retired from active 
agency management in 1942. At that 








time he merged his organization with 
that of James Elton Bragg, CLU, and 
formed the company’s Doremus-Bragg 
agency. He continued his interest in 
Guardian affairs until the time of his 
death as a member of the company’s 
board of directors to which he had been 
elected in 1940. 

During his life insurance career, Mr. 
Doremus was active in local and na- 
tional life underwriter associations. He 
was one of the organizers of the Life 
Managers’ Round Table in New York 
City; that organization was represented 
at the funeral services by John Fraser, 
Clifford McMillen and Graham C. Wells. 

An ardent sportsman, particularly in 
the field of deep sea fishing, Frederic 
Doremus was one of the founders of 
the Atlantic Tuna Club and is credited 
with being one of the earliest anglers to 
land a tuna with rod and reel. A resi- 
dent of Greenwich for 63 years, he was 
a founder of the Greenwich Country 
Club and of the Round Hill Golf Club; 
an honorary member of the Riverhill 
Fishing Club and of the Greenwich 
Yacht Club. 

Mr. Doremus is survived by his widow, 
Mary Trainor Doremus; a daughter, 
Clarissa Doremus Proctor; a grand- 
daughter, Dorinda Trainer Proctor; and 
a sister, Mrs. Myra Patterson. 





Wyoming Shows Greatest 
Ordinary Gain in August 


Wyoming showed the greatest rate of 
increase in Ordinary life insurance sales 
in August, with Arizona second and 
Mississippi third, it is reported by the 
Life Insurance Agency Management As- 
sociation of Hartford, which has an- 
alyzed August sales by states and lead- 
ing cities. Countrywide, Ordinary busi- 
ness increased 2% in August compared 
with August, 1948, while Wyoming sales 
gained 39%, Arizona 27% and Mississippi 
22%. 

For the first eight months, with na- 
tional Ordinary sales down 1% from a 
year ago, New Mexico led with an in- 
crease of 10%, with Texas in second 
place, up 6% over the corresponding pe- 
riod of last year. 

Among the large cities, Los Angeles 
showed the greatest rate of increase for 
August, with a gain of 18%. New York 
was second with a gain of 3%. Los 
Angeles also led for the eight months 
with a gain of 2%. 
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LIFE INSURANCE 
ACCIDENT & HEALTH 
HOSPITALIZATION 


General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 
Manhattan — Long Island 


Write: PETER E. TUMBLETY 


First Vice President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
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New York City 











MEN OF DISTINCTION 
In Insurance — Frequently 
“Ask Peyser About It" 


PERCY A. PEYSER, Gen. Agt. 
The Manhattan Life 
140 West 57 St, N. Y.C. Cl 7.3963 
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HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951.2.3 














Los Angeles Gen’! Agent 
For Provident Mutual Life 





GERALD W. PAGE 


Gerald W. Page, CLU, has been named 
general agent in Los Angeles and sur- 
rounding territory for Provident Mutual 
Life according to an announcement by 
J. B. Long, manager of agencies. Mr. 
Page succeeds James H. Cowles who 
served as general agent from 1932 until 
last December, when he resigned in or- 
der to accept the position of agency 
vice president at the home office in 
Philadelphia. George N. Quigley, re- 
cently retired general agent of the com- 
pany’s Colorado agency has been serv- 
ing as interim manager of the Los An- 
geles office. 

Mr. Page began his life insurance ca- 
reer in Los Angeles in 1923 with what 
was then the Western States Life, and 
which later became the California 
Western States Life. From 1942 until 
1944, he served as associate general 
agent in Los Angeles for the Equitable 
Society. In 1944 he became vice presi 
dent of Scott & Co., where he devoted 
his full time to the direction of the life 
department of that organization and to 
the service of his clients in the Los An- 
geles area. 

A life and qualifying member of the 
Million Dollar Round Table, Mr. Page 
has served as president of the Los An- 
geles Association of Life Underwriters, 
and is currently president of the Los 
Angeles CLU chapter as well as regional 


vice president of the American Society | 


of Chartered Life Underwriters. 





SYRACUSE AGENCY SUPERVISOR 


David P. White has been appointe 
supervisor for the Syracuse, N. Y., aget- 


cy of Connecticut Mutual Life, according : 
to an announcement by L. E. Stiles, gen: © 


eral agent. Mr. White is a veteran 0! 


World War II. 
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John S. Sinclair Points 
Out Money Illusions 


HIS TALK AT WALDORF-ASTORIA 





‘onal Industrial Conference Board 
ae and Dinner Attended by 
Hundreds of Executives 





The meeting of the National Indus- 

trial Conference Board (John S. Sin- 
clair president) and the dinner on Sep- 
tember 22 at Waldorf-Astoria Hotel was 
attended by hundreds of business men 
throughout the nation. There were round 
table conferences on unemployment, 
deficit spending, factory cost reduction 
and “what makes merit rating tick? 
A. W. Robertson, chairman of the Con- 
ference 3oard, was toastmaster at the 
banquet, other speakers being Mr. Sin- 
clair, Jacob Viner, professor of eco- 
nomics, Princeton University, and Emil 
Schram, president, New York Stock 
Exchange. 

Discusses Inflationary Tendencies 

At the banquet Mr. Sinclair, in dis- 
cussing the business outlook, gave some 
warnings about inflationary tendencies, 
saying in part: 

“First, we must sidestep the money 
illusion. We need an increasing recog- 
nition that a greater flow of dollars to 
individuals, whether in the form of 
wages or dividends or profits, does not 
in itself indicate sound national eco- 
nomic health or progress. Experience 
with swollen dollar incomes throughout 
the inflation has left many sectors of 
our population suffering from what we 
may term the ‘money illusion.’ 

“The record shows that our national 

output of goods and services rises slowly 
—perhaps at no more than 3% annually. 
And yet it is the cumulative growth at 
this plodding pace which has resulted in 
a standard of living that is unparalleled 
throughout the world. In response to 
various group pressures we can print or 
distribute our money faster, but when 
this is done, dilution or deterioration of 
our currency must inevitably follow. We 
have become accustomed, for example, 
to wage increases of 10, 12 or 20 cents 
an hour. Increases of five cents or less 
are inclined to be dismissed both by 
employers as well as employes—and even 
arbitrators or fact finders—as matters 
of minor moment. Modest as a five-cent 
increase appears to be, it would siphon 
off the entire contribution such gains 
in productivity might otherwise have 
made toward a lower price level and 
toward restoring the dollar’s purchasing 
power. 
_ “Another form of monetary illusion 
is that income originating or distributed 
by Government can sustain or improve 
our economic health. Government may 
facilitate the process of production or 
distribution, but few would argue that 
Government itself contributes substan- 
tially to the net output of goods and 
services. It is this net output which 
determines our living standards. As the 
levy of Government upon national out- 
put increases, the remainder of our 
social pie available for distribution jis 
more likely to be diminished than in- 
creased. 

_ Rising Cost of Social Overhead 
‘The money illusion also disguises the 
"sing costs of social overhead. We in- 
clude Government payrolls and related 
expenditures in our estimates of national 
income. We then contrast Government 
spending with national income, and find 
Support or solace for a high rate of 
Government spending in the accompany- 
Ing increase in national income. But the 
absolute size of Government spending 
remains alarming in terms of its future 
mpact. Much of Government expendi- 
ture is fixed in character, fixed at a 
rate of expenditure which can be borne 
only in a period of high-level economic 
activity and extremely high prices. A 
declining price level would mean a sharp 
"sé in the proportion of taxes to na- 
tional income, well beyond the prevail- 
ng ratio of 25% that is today generally 
Tecognized as the ‘point of no return’ 


Heads Cincinnati Agency 

J. Leon Hughes has been made mana- 
ger of the Cincinnati office of Common- 
wealth Life of Louisville. Mr. Hughes 
joined Commonwealth last January as 
supervisor of agencies in the Ordinary 
department. His entire business career 
has been in life insurance, having en- 
tered the business in 1930. 

A native of St. Louis, Mr. Hughes 
has long been active in civic and com- 
munity affairs, and he has held many 
offices in various insurance associations. 
He was a member of the Missouri Lead- 
ers Round Table 1945-46; a member of 
the NALU for the past 14 years; a di- 
rector of St. Louis Life Underwriters 
Association 1944-46. He graduated from 
the Life Insurance Agency Management 
Association in 1943, 





Tampa Electric Co. Issue 
Sold to New York Life 


Tampa Electric Co. has sold to the 
New York Life an issue of $4,000,000 of 
3% debentures due 1969, according to F. 
J. Gannon, president of the utility com- 
pany. Proceeds of the sale will be used 
to pay temporary bank loans and fi- 
nance new construction. 





for democratic nations. 

“Next to the money illusion, I place 
the productivity illusion. From all sec- 
tors, Government, management and labor 
alike, greater productivity is cited as the 
source for greater real income and bet- 
ter goods and services for more people. 
More productivity is what the doctor 
orders, not only for Uncle Sam, but 
also for our neighbors abroad. Better 
tools, improved plant layout, more effi- 
cient flow of materials, these and re- 
lated physical and mechanical facilities, 
it is said, will enable us to absorb our 
expanded social overhead, shorten the 
work week, raise wages and simultane- 
ously contribute to lower prices. 

“We have had the greatest expansion 
of physical plant in our history in the 
decade just ending. First, the Govern- 
ment created its brand new industrial 
empire during the war. Then private 
industry, primarily through the use of 
retained earnings and war-accumulated 
reserves, spent even greater sums for 
the same purpose. Yet our increase in 
productivity for this decade was the 
worst we have even known. Why? Have 
we failed to gain the active and positive 
cooperation of the human element in 
the productivity equation? Productivity 
results from a combination of materials, 
tool power and men. Human_ input 
grudgingly given can offset the entire 
expansion of all of the other physical 
elements in the process of production. 
If the field of human relations in indus- 
try including incentives, the cultivation 
of cooperation, the stimulation of worker 
morale, continues to lie fallow or insuffi- 
ciently cultivated, all the billions we 
pour into tool power may become vir- 
tually neutralized.” 


National Life’s Maple Syrup Breakfast For Bankers 





Left to right—Aksel Nielsen, retiring president, MBA; L. Douglas Meredith, 
executive vice president and chairman of finance committee, National Life of 
Vermont; Robert O. Deming, new president of MBA. 


The above picture was taken at the Vermont Maple Syrup Breakfast of Na- 
tional Life of Vermont in Chicago at the time of Mortgage Bankers Association 
of America convention. L. Douglas Meredith, executive vice president of National 
Life, initiated these maple syrup breakfasts five years ago. There were 175 guests. 
At the head table were President Aksel Nielsen of Mortgage Bankers Association; 
Raymond M. Foley, administrator, Housing and Home Finance Agency, and the 
principal Chicago bankers. Others at head table included E. J. Kelly, district direc- 
tor, FHA, Chicago; Robert D. Beer, manager of Chicago VA regional office, and 
Clyde Powell, assistant commissioner, FHA. Numerous general agents and invest- 
ment branch office managers of National Life were present. During the Chicago 
convention Mr. Meredith was special luncheon guest of James B. Forgan, vice 
chairman, First National Bank of Chicago. 





ILLINOIS BANKERS GAINS 

Illinois Bankers Life, Monmouth, III., 
announces that the new life insurance 
written during the first eight months of 
1949 shows a gain of 29.74% in volume 
over the same period in 1948. In the 
accident and health department the an- 
nual premium increase on a written basis 
the first eight months of 1949 over the 
same period in 1948 shows an increase 
of $106,320, representing a percentage 
increase of 24.95%. The net premium 
collections show an increase for the 
same eight months’ period of more than 
$175,000, or a gain of 27%. 





CECIL H. JONES PROMOTED 

Cecil H. Jones has been promoted to 
vice president in charge of the Group 
department of the Great American Re- 
serve Insurance Co., Dallas. John W. 
Cromwell was advanced to secretary. 
Mr. Jones has been with the company 
20 vears. 











LOUIS LIPSKY, 
President 








EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK 16, N. Y. 


ISSUES ALL FORMS OF LIFE INSURANCE 
$10.00 Monthly Disability Income Benefits 


One and Five Year Renewable Term, Ten Year Term and Term Expectancy; Mort- 

gage Protection Insurance; Family Income Riders; Juvenile Insurance; Insurance with 

Annuity; Life Premium Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; Also Sub-Standard Policies Issued. 


General Agencies available in Upstate New York, New Jersey, 
Delaware and the District of Columbia 


For further information write MURRAY APRIL, Director of Agencies 


"A Company with a Friendly Atmosphere" 


HARRY YARIN, 
V. P. and Secretary 

















Manhattan Life Announces 


Production Award Winners 


Manhattan Club 
awards and four President’s trophies for 
sales leadership have been announced by 
Manhattan Life. Eight of the total of 
eleven trophies go to personal producers 
and company agencies in the East, while 
the remaining three were won by com- 
pany representatives in California. 

The complete list of Manhattan Club 
awards winners, and their agency affilia- 
tion, follows: ° 

Harry Levey, Schloen-Levey, Beverly 
Hills, first to qualify; Morris L. Harme- 
lin, Newark, leader in volume; T. Lucile 
Salisbury, Campbell, New York, leader, 


Winners of seven 


new paid-for lives; Donald J. Macker, 
Green, Westwood, N. J., leader, com- 
bined volume and lives; William J. 


Schloen, Jr., Schloen-Levey, leading gen- 
eral agent, personal volume; James G. 
Ranni, New York, leading general 
agency, volume and premiums. 

Manhattan Club awards are based 
upon sales performance during the club 
year, which extends from August 31 to 
September 1. 

The four President’s trophies, for sales 
leadership during June, July and Au- 
gust, were won by the following agen- 
cies: 

Division 1: James G. Ranni, New 
York; division 2: Schloen-Levey, Bev- 
erly Hills; division 3: Clarence Spencer, 
Trenton, N. J.; greatest production, re- 
gardless of division, James G. Ranni. 

All the company-sponsored awards will 
be presented by J. P. Fordyce, presi- 
dent, Manhattan Life, at the annual 
agency conference, scheduled for Po- 
cono Manor, Pa., October 17-20. 





ON ADVISORY COUNCIL 
Milton Ashfahl, Oklahoma City, has 
been elected to the national advisory 
council of Eauitable Life of Iowa. He 
is the company’s Oklahoma _ general 
agent. 
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Jefferson Standard Convention for 


Western Agents Held at Pasadena 


The second of Jefferson Standard’s 
two 1949 conventions was held at Pasa- 
dena, California, recently. The meeting 
was attended by qualifying agents and 
their wives from the company’s terri- 
tory west of the Mississippi River and 
by several home office officials and their 
wives. Total attendance was 276. 

Karl Ljung, agency manager, pre- 
sided at both business sessions and pre- 
sented the production leaders from each 


branch office. Each leader was pre- 
sented with a gift symbolic of the 
“Forty-Niner” campaign launched at 
the company’s regional meetings last 
year. 

Honor Leading Producer 


Honors for being the leading producer 
from the territory represented at the 
convention went to M. B. Norman of 
the Long Beach agency. Ex the open- 
ing business session, Mr. Norman made 
a talk on “Leadership.” He i is a life and 
qualifying member of the Million Dollar 
Round Table. Other qualifying mem- 
bers of the Round Table attending the 
meeting were: James S. Byers, Oak- 
land agency; Leo A. Douglas, CLU, 
manager, El Paso agency; and Ray S. 
Peters, manager, Denver agency, the 
latter also a life member. 

President Ralph C. Price and Second 
Vice President M. A. White presented 
service pins to Emmett R. Aiken, man- 
ager, Los Angeles agency; C. D. Sno- 
barger, El Paso agency; Grover N. 
Monroe, Houston agency; Mrs. Zeta a 
Prickett, Oklahoma City agency; F. 
Hedges, Shreveport agency; Joe roftel. 
mire, Albuquerque agency; Henry Gilli- 
land, Shreveport agency; E. R. Cole, 
Cheyenne agency; and M. B. Norman, 
Long Beach agency. 

Short talks were made by President 
Price, First Vice President J. M. Bryan, 
Second Vice President M. A. White, 
and Director A. G. Myers. 

Brief reviews of agency department 
activity during the past 14 months were 
given by Agency Manager Ljung and 
Associate Agency Manager R. B. Tay- 
lor, CLU. 

Featured speaker on the opening day 
was Tony Whan, president, Pacific In- 
door Advertising Co. and president of 
the Los Angeles Sales Executive Club, 
whose topic was “You’re a Salesman.” 
Mr. Whan pointed out the importance 
of the salesman in our economy and the 
splendid opportunities open to ambitious 
salesmen in today’s market. 

At the business session on the clos- 
ing day, H. P. Gravengaard, vice presi- 
dent, National Underwriter, addressed 
the group on “Business Insurance.” 

W. L. Brooks, manager of the com- 
pany’s Charlotte agency and a member 
of the board of directors, delivered a 
talk on practical methods of selling life 
insurance. Mr. Brooks is a life and 
qualifying member of the Million Dollar 
Round Table, with 12 qualifications to 
his credit. 

A message from Mary R. Taylor, 
agency secretary, who was unable to 
attend the meeting, was read by First 
Vice President J. M. Bryan. The mess- 
ige launched a new objective, “Billion 
Sound,” a challenge that was well re- 
ceived by all agents who pledged their 
full cooperation in the months ahead. 
_Entertainment and recreation activi- 
ties included a cruise to Catalina Island, 
a visit to Earl Carroll’s Restaurant in 





HAIGHT, DAVIS & HAIGHT, Inc. 


FRANK J. HAIGHT, President 
Consulting Actuaries 
INDIANAPOLIS OMAHA 








Hollywood, 
ing, etc. 

Other officials and wives representing 
the home office were: Dr. H. F. Starr 
and Mrs. Starr and Vice President J. H. 
Barrier. Company directors and wives 
present were Pierce C. Rucker = Mrs. 
Rucker, C. W. Causey and Mrs. Causey, 
all of Greensboro, N. C., and A. G. 
ee and Mrs. Myers ‘of Gastonia, 

Arrangements for the meeting were 
handled by W. L. Seawell, Jr., CLU, 
assistant superintendent of agencies, 
assisted by E. R. Aiken, manager of the 
Los Angeles branch office. 

The company’s convention for agents 
residing east of the Mississippi River 
was held at the Greenbrier Hotel at 
White Suphur Springs, August 14-17. 


sightseeing, golfing, danc- 





Joins Marsh & Associates 

J. D. Marsh & Associates has ap- 
pointed Llewellyn M. Bond as an asso- 
ciate of their organization. Mr. Bond, 
a native of Chicago, was formerly a 
member of the sales staff of Group 
Hospitalization, Inc. in Washington. 





Travelers 
(Continued from Page 1) 
ment of the first dividend on the in- 
creased capital at the rate of 3%. 

“The directors at today’s meeting de- 
clared a dividend. of 4% and a special 
dividend of 6% on the presently out- 
standing stock, both dividends payable 
December 9, 1949, to stock of record 
November 10, 1949.” 





ASSISTANT 
GENERAL AGENT 


Successful General Agent (downtown) 


requires an assistant. Good salary, 


personal commissions and unusual op- 


portunity for advancement. Write in 


confidence. Box 1898, The Eastern 
Underwriter, 41 Maiden Lane, New 
York 7. 








HEARD On The WAY 











In Toronto the problem of a lunch- 
lounge room for companies and asso- 
ciations with staffs of from 10 to 25 
women employes has been solved in an 
interesting way by Canadian Life Insur- 
ance Officers Association and Dominion 
Mortgage & Investment Association 
which occupy a complete floor at 320 

3ay Street. 

On the staffs of the two associations 
are 15 girls and about half of them go 
to luncheon at the same time. The 
associations jointly set up in a small 
office (13’ by 15’) a lunch-lounge room 
for the girls. It contains the following 
equipment, in addition to three arm 
chairs and a couch: 

One crescent shaped counter (about 
8’ long) fitted up like a snack bar com- 
plete with four stools, cherry red up- 
holstery, and with tin-lined drawers and 
shelving below and fitted for dishes and 
supplies also. 

Two low small tables; one stainless 
steel sink with working surfaces and 
disposal pail; one electric refrigerator; 
one Heinz soup machine (Junior); one 
electric tea kettle; one Cory coffee 
maker. These were built and supplied by 
the IT. Eaton. Co., Lid, at aicost of 
$1,000. The couch, chairs and _ tables, 














AN AGENCY 
| DEDICATED 


| To promoting the well-being 


i and prestige of each Associate. 


ii In the planning for and achievement of a 
goal accessible to him in the selling and ser- 
/ vicing of life insurance to the end that he 
| will share increasingly the satisfactions which 


derive from rewarding activity. 


| WILLIS F. McMARTIN, General Agent 
[ AND ASSOCIATES 


285 MADISON AVE., NEW YORK 17 


ORegon 9-5110 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
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EIGHT BIG FEATURES 


Sub-standard Term . . . Disability Inc 
$10 perM... Non-medical—0 ‘ cael 

Non-Can. A. & H. 
sideration for overweights, members of 
armed services, aviation personnel and 
diabetic risks. 


Samuel D. Rosan Agency, Inc, 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, N. Y. C. 
WHitehall 3-7680 








all upholstered or painted in cherry req 


to match the bar and stools, contrast _ 
nicely with the light green walls and — 
dark green linoleum floor. The room has 
been named “The Elbow Room.” 

The associations supply soup, milk, tea, 
coffee, sugar and cream for the staffs 
without charge. It is up to the girls 
to bring or supply anything else at their 
own expense. When the writer had a 
cup of coffee there the hostess put five 
cents in the cash box because he was 
a “guest.” 

Experience during the first month of 
operation indicates the Elbow Room js 
proving popular even in fine weather, 
The majority of the girls are now bring- 
ing their lunches or making them on 
the spot. The soup machine, particularly 
popular, heats the soup and rings a 
bell when it is ready to serve. It will 
also heat baked beans and spaghetti. No 
hot plate or stove is provided deliber- 
ately so that there can be no cooking. 
Each girl must wash and put away her 
own dishes and one acts as orderly of- 
ficer each week to see that everything 
is in “apple-pie order” at all times. Those 
who want to eat apple pie bring their 
own pie. 





Kristen Kristensen, Yonkers, N. Y, 
president of New York state Association 
of Life Underwriters, has been selected 
by the Republican executive committee 
as the GOP designee for Mayor in the 
November elections. He is with Equi- 
table Life Assurance Society. 

Mr. Kristensen is one of the leading 
citizens of Yonkers; has been on many 
civic committees there, including having 
been chairman of some; was Boy Scouts 
Commissioner for two years; was fra- 
ternal reporter for Yonkers Statesman 
and Herald Statesman for 20 years; 
and has held many political posts. Many 
times he has appeared on radio, and he 
has been awarded a large number of 
awards, citations and plaques, including 
the American National Red Cross cita- 
tion and the Yonkers Board of Educa- 
tion’s Adult Education Award. 

Born in Denmark, the third of a family 
of 14 children, he worked in his father’s 
carpenter shop before arriving in Amer- 
ica in April, 1907. He entered Wyoming 
Seminary, Kingston, Pa., in 1909, where 
he was president of the junior class and 
of the student YMCA; played varsity 
football and was a member of the stu- 
dent government committees. He worked 
his way through. 

Next he entered Wesleyan University 
where he also paid his way. There he 
was a member of the college senate, of 
varsity football squad, was treasurer of 
College Church and of student YMCA; 
was president of Connecticut Valley In- 
tercollegiate Missionary Union. In sum- 
mers he was a chauffeur. He represented 
International Committee of YMCA as 
immigration secretary at Ellis Island un- 
til 1924, when he started own insurance. 
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Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 
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Appointed by Aetna 





J. N. DIEMAN 


The Aetna Life has announced the 
appointment of J. N. Dieman as manager 
of the Group and pension divisions in 
the New York City, 42nd Street agency, 
effective October 1. Mr. Dieman joined 
the Aetna’s Group department in 1938, 
served four years in the armed forces, 


| and was separated with the rank of 


captain in the army ordnance depart- 


| ment. 








Since rejoining the company in Janu- 

ary, 1946, he has served as assistant 
Group manager in the Newark agency, 
where he recently directed the Aetna’s 
activities in connection with the New 
yg Temporary Disability Benefits 
aw. 





Drake Hotel Program of 
Life Advertisers Ass’n 


The role of life insurance agents in 
improving public attitudes about the 
business will be the theme of the 1949 
annual meeting of the Life Insurance 
Advertisers Association in Chicago, Oc- 
tober 27-29 at Drake Hotel. 

Among the feature speakers will be 
Harold M. Stewart, executive vice presi- 
dent, The Prudential; Eugene Thore, 
general counsel, Life Insurance Associa- 
tion of America; and Benjamin H. 
Woodson, CLU, executive vice president, 
Commonwealth Life. Mr. Stewart’s ad- 
dress will be entitled “Our Partnership 
in Improving Public Attitudes.” Mr. 
Thore and Mr. Woodson will speak 
about “Giving Agents the Right An- 
swers,” 

Alan M. Kennedy, Northwestern Na- 
tional, will make keynote address. Also 
on first day will be announcement of 
exhibits aw: ard winners; a panel discus- 
sion on “Our Partnership with the 
Agent,” directed by Aetna Life men; 
and a dramatic presentation by North- 
western Mutual Life representatives. 
Other addresses scheduled will be 
made by Donald F. Barnes, Institute of 
Life Insurance—“Our Companies and the 
Institute Working Together for the 


[ Agent”; R. W. Osler, editor of life pub- 
| lcations, Rough Notes Co—Making 
» Trade Journ: al Advertising Serve the 


Agent”; ; Raleigh R. Stotz, Grand Rapids 
general. agent for Mutual Benefit—“Im- 





j Proving the Climate in Which the Agent 





Vorks”; and Lowell Davis, general 
agent, " Provident Mutual — “Modern 


+ Agency Man: agemennt Appraises Our 
Products,” 


REPUBLIC NAT’L EXPANDS 
Republic National Life, Dallas, has 


Snow 3 = 
pW entered Kansas, Arkansas and 


ices Dakota. The company is already 
censed in Texas, Oklahoma and Illinois. 
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Southern Life Insurance Co. attended Of Wife in Plane Bombing makes null and void a $10,000 double in- 





: : demnity policy taken out the night of 
an outing at the Red Fez Club in Quebec City—According to Quebec the fatal trip. It is pointed out that un- 
Charlotte, N. C. recently. Representa- law, Albert Guay, the jeweler who has der Quebec law Guay could name his 
been held by Canadian police on a_ wife beneficiary but could not be named 
charge of murder in connection with the _ by her. 








tives were present from the Gastonia, 
Forest City, Concord, Asheboro, Salis- 

















. : : bomb explosion on a Canadian Pacific The only way he could have cashed 
bury and Charlotte branch offices. Prin- plane resulting in the death of 22 per- in, if acquitted of the murder charge, 
cipal speakers included W. L. Carter, sons in addition to his wife, will not be would have been in the event that the 
Jr., vice president of the company and_ able to collect $30,000 under life insur- policies had been made out to Mrs. 
P. T. Harris, Sr., in charge of the agency ance policies on the life of his wife, even Guay’s estate. He would then be en- 
training school. B. B. Farlow, manager if he is acquitted of her murder. titled to share in her estate along with 
of the Charlotte office, was toastmaster. Quebec law specifically states that a the children. 














How true! Were it not for the persistent efforts of field 
underwriters, family after family would be financially 
vulnerable. 

We are proud of our field force and of the high standard 
of leadership maintained by our sixty General Agents listed 
below . . . men of calibre. . . men with prestige... 
devoted to their work . . . generous to their community. 
Creators of family security from coast to coast, they are 
good people to know better. 
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ALBANY Edmund J. Moore, C.L.U. MEMPHIS Jeff Gros 
ATLANTA Charles G. Bethea, C.L.U. MINNEAPOLIS Roy A. Lathrop 
BALTIMORE Harry I. Warren Carl R. Litsheim 
BANGOR Arthur G. Eaton NEWARK John W. Wood, C.L.U. 
BOSTON George M. C. Goodwin NEW HAVEN Robert C. Mix 
Reginald D. Wells NEW YORK Louis A. Cerf, Jr. 
BRADFORD William D. Mackowski Timothy W. Foley 
BROOKLYN Harold Cole The Julius Selling Agency 
BUFFALO John Pennington Gerald H. Young, C.L.U. 
BURLINGTON Harold C. Avery OMAHA Arthur Jennings Hanson 
CHICAGO Associated Agencies, Inc. PHILADELPHIA McKenzie & Obendorfer 
Raymond W. Frank PITTSBURGH G. Harold Moore, C.L.U 
Nothhelfer & Leck PORTLAND, MAINE William Daley 
CINCINNATI Lee B. Scheuer PORTLAND, OREGON Donald P. Vernier 
CLEVELAND W. Allen Beam, C.L.U. PROVIDENCE Edmund F Carey 
COLUMBUS H. D. Taylor RICHMOND Benjamin Cottrell 
DALLAS Stanley E. Martin ROCHESTER W Russeli Forth, C.L.U. 
DAVENPORT Walter S. Hayes SAN ANTONIO Barney T. Matteson, C.L.U 
DAYTON Maxwell F. Ettlinger SAN FRANCISCO Harold Stribling 
DETROIT Harry J. Altick, C.L.U. SEATTLE Charles F Reimers, Jr 
GREENSBORO William B. McGlamery SPRINGFIELD, ILL. H. Drew Lapp _ 
HARRISBURG Paul C. Snyder SPRINGFIELD, MASS. —‘ Frederick W. Joslin 
HARTFORD Louis D. Benson ST. LOUIS William H. Van Sickler 
HOUSTON Charles F. Hanson, C.L.U. ST. PAUL O. G. Holmer 
INDIANAPOLIS Ross M. Halgren, C.L.U. STAMFORD Donald T. Bowlend 
KANSAS CITY Gerald J. Wright SYRACUSE Elmer L. Beesley 
KNOXVILLE T. F. Hazen TAMPA John M. Hammer 
LOS ANGELES Harold W Dougher, C.L.U TOLEDO O. M. McGee, C.L.U. 
LOUISVILLE Hertzman & Hertzman WASHINGTON Chester R. Jones, C.L.U 
MANCHESTER Frederick E. Johnston WORCESTER Benjamin W. Ayres 
Z cee Y 
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Continental Assurance 
Holds Biggest Meeting 

CONVENTION OF PYRAMID CLUB 

300 





President Tuchbreiter Welcomes 
Leaders; Talks Stress Adjustment 
to Buyers’ Market 





Continental Assurance held a conven- 
tion of the Pyramid Club in Chicago, 
September 15, 16 and 17, which brought 
together 300 qualifiers from all parts of 
the nation, making it the largest Con- 
tinental convention on record. “Each 
year our crowd is larger,” said Roy 
Tuchbreiter, president, in welcoming the 
assemblage, “and I can see no end to 
our future possibilities as a vital and 
aggressive organization.” Continental’s 
convention this year stressed selling in 
consideration of the fact that every 
organization recognizes that we are to- 
day in a buyers’ market growing steadily 
more competitive. 

Conditions prevailing in today’s market 
were highlighted by Howard C. Reeder, 
vice president. “Average income in- 
creased 100% from 1940 but life insur- 
ance, despite general substantial gains 
in force, has not maintained the bal- 
ance which then existed between total 
income and the portion invested in life 
insurance. In 1940 people spent 5% of 
their incomes for life insurance,” Mr. 
Reeder pointed out. “Today they spend 
3%. There are some 40 million people 
with some life insurance who haven't 
seen an agent in two years, another 40 
million without life insurance who have 
not been approached by an agent. Lots 
of possibilities, but it’s a buyers’ market 
and you’ve got to sell. People today 
know that retirement lasts longer,” he 
said. “They live longer. Women have 
a better chance of being widows and 
less chance of remarrying. They’re the 
facts of life. The market is ready for 
smart money and hard selling.” 

Dr, Harry Dingman, vice president and 
medical director, also stressed the buy- 
ers’ market in a talk contrasting condi- 
tions during the past few years and to- 
day. Speakers with two further excep- 
tions were selected from among leading 
producers, several of them attending a 
Continental convention for the first time. 


Tells of $50,000 Fur Coat 


“An underwriter friend of mine found 
himself unable to deliver a $50,000 policy 
with a family maintenance rider,” said 
Dwight G. Johnson, Philadelphia, leader 
of Continental’s President’s Club. “The 
prospect’s wife had persuaded him to 
buy a fur coat instead which had been 
advertised at a substantial reduction 
while they were waiting for issuance of 
the policy. They were going to postpone 
the insurance a few months. On Labor 
Day weekend the young father was 
killed in a traffic accident,” he related. 
“There was little life insurance, but the 
wife was able to find dignified work at 
$150 a month, just what the rider would 
have paid for twenty years. And so this 
young woman will work for $150 a month 
tor twenty years to pay for a fur coat, 
something she traded for a policy that 
would have paid $51,000. 

“Why sell business insurance?” asked 
Robert L. Blue of Miami. “Consider the 
partnership. If a partner dies today 
without a settlement agreement based 
upon a mutually agreeable definite value 
with life insurance to fund it, the rev- 
enue department may set its own value, 
based on earnings, which may require 
a fund of money for tax purposes over 
and above what the widow can pay and 
may wreck the business. 

“Business insurance comes in bigger 
hunks,” he pointed out. “The average 
business app is big. It’s a big market. 
Every store owner on the street is a 
prospect. Ask two questions: ‘What’s 
going to happen to your business when 
death comes? Where’s the money com- 
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ing from? 
Juvenile Insurance Favored 


“Juvenile insurance is one of our finest 








ALC Program for Its 
44th Annual Meeting 


AT CHICAGO, OCTOBER 4 TO 7 





John W. Snyder, Secretary of the Treas- 
ury to Address Meeting; 
Other Speakers 





American Life Convention’s 44th an- 
nual meeting to be held at the Edge- 
water Beach Hotel, Chicago, October 
4, 5, 6, and 7, will be attended by 1,000 
or more senior life insurance executives, 
including the presidents of the 225 
United States and Canadian member life 
insurance companies. The meeting in- 
cludes the meetings of four groups of 
technical and professional life insurance 
executives. These sections are the legal, 
agency, combination companies, and fi- 
nancial sections. 


Legal Section 


Legal section speakers under the 
chairmanship of William A. Vinson, gen- 
eral counsel, Great Southern Life; will 
include Vincent Keane, assistant gen- 
eral counsel, Mutual Life of New York; 
W. L. Wilkinson, assistant counsel, Con- 
necticut General; William B. Cozad, gen- 
eral counsel, National Fidelity Life; 
Ralph H. Kastner, associate general 
counsel, American Life Convention; 
Lawrence M. Bregy, attorney, Penn Mu- 
tual Life; George B. Gose, general coun- 
sel, Pacific Mutual. A business session 
will be held following the talks and will 
feature a report of memorial resolutions 
committee, a report of nominating com- 





tools for expanding our market, for 
meeting young families who are today 
strangers,” said W. D. Ray, Houston. 
“One case will demonstrate the point. 
My initial sale was a $3,000 educational 
endowment. First-year premiums _ trac- 
ing from that one sale now total $2,000 


and a business case that may run to 
$100,000 is now pending.” 
Advocates of complex prospecting 


were given a challenging argument by 
Harry M. Bittner, Detroit, who is a 
constant practitioner of cold canvassing. 
“If you are using usual methods of 
prospecting, you are probably spending 
not more than two hours out of each 
six or seven in the field actually in the 
presence of prospects,’ he contended. 
“Cold canvassing enables me to talk 
insurance to people almost constantly. 
There is no need to look for prospects, 
spend time making appointments, travel 
from one end of the city to another, 
nor wait for a busy man to get ready to 
talk to me. I call on everyone. No one 
is too big or too small. I either sell 
them, qualify them as future prospects 
or forget them.” 

Youngest speaker was Thomas H. 
Warnick, Kansas City, who at 23 has 
qualified for Continental’s President’s 
Club, requiring $500,000 minimum paid 
for volume. “Being young, and know- 
ing young people, I have many oppor- 
tunities to consider insurance on babies. 
3ut I have held to completing a father’s 
personal program. I try to sell the right 
plan, do the job well enough that I am 
referred to other young fathers. I’m 
working on a chain now which has al- 
ready accounted for $70,000.” 


On adjournment of the Pyramid con- 
vention, members of the President’s 
Club departed for New Orleans for their 
three-day convention. 


mittee and the election of a chairman 
and a secretary of the section. 
Agency Section 

Speakers at the agency section with 
D. Gordon Hunter, vice president and 
agency manager, Phoenix Mutual Life, 
as chairman will be Clifford H. Orr, 
CLU, general agent, National Life of 
Vermont, Philadelphia, and immediate 
past president of NALU; Edmund L. G. 
Zalinski, CLU, newly elected executive 
vice president of NALU; John Marshall 
Holcombe, Jr., managing director, Life 
Insurance Agency Management Associa- 
tion; Thomas R. Reid, chairman, Per- 
sonnel Policy Board, National Military 
Establishment, Washington, D. C. A 
business session will be held following 
the talks at which time the election of 
officers will be held. 

W. E. Bixby, president, American Life 
Convention, and president, Kansas City 
Life, will give the presidential address 
at the general session on October 5. He 
will be followed by Robert L. Hogg, ex- 
ecutive vice president and general coun- 
sel, American Life Convention; David 
A. Forbes, president, National Associa- 
tion of Insurance Commissioners, Insur- 
ance Commissioner, State of Michigan; 
George Avery White, president, State 
Mutual Life; H. Napier Moore, editorial 
director, Maclean-Hunter Publishing Co., 
Ltd., Toronto. 

Following an executive session in the 
afternoon, the combination companies’ 
section dinner meeting will be held at 
which time the speaker will be Holgar 
J. Johnson, president, Institute of Life 
Insurance. 

Speakers at the general session on 
October 6 will be Judd C. Benson, 
president, National Association of Life 
Underwriters; J. Howard Oden, presi- 
dent, North American Reasurrance Co.; 
H. Clay Evans Johnson, president, In- 
terstate Life and Accident; Claude L. 
Benner, president, Continental Ameri- 
can Life; John W. Snyder, Secretary of 
the Treasury, Washington, D. C.; Dr. 
Francis P. Gaines, president, Washing- 
ton and Lee University. 

Financial Section 

At the financial section, chairman of 
which is J. M. Bryan, first vice presi- 
dent, Jefferson Standard Life, speakers 
will be Leroy A. Lincoln, president, 
Metropolitan Life; Stahrl Edmunds, eco- 
nomic analyst, Northwestern National 
Life; W. Walter Williams, chairman, 
Committee for Economic Development; 
Lewis W. MacNaughton, consulting 
geologist and petroleum engineer, De- 
Golyer & MacNaughton; Courtland EI- 
liott, C. B. E. consulting economist and 
investment counsel, Toronto; Captain E. 
V. Rickenbacker, president, Eastern Air 
Lines, Inc. Officers will be elected fol- 
lowing a business session. 





MYLES L. GROVER APPOINTED 





Named Actuary in the Group and Pen- 
sion Department of Johnson and 
Higgins at San Francisco 


W. E. T. Ord, president of Johnson & 
Higgins of California announces the ap- 
pointment of Myles L. Grover as ac- 
tuary in the Group and pension depart- 
ment of the San Francisco office. Mr. 
Grover majored in mathematics at 
Brown University. Upon graduation in 
1938, he joined the Prudential where he 
worked in the actuarial department for 
six years. This was interrupted by five 
years of Army service, during which he 
attained the rank of captain. He is a 
fellow of the Society of Actuaries. 
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prooklyn Ass’n Holds 
LUTC Luncheon Meeting 


spEAKER IS E. L. G. ZALINSKI 





Bernard M. Eiber Acts as Chairman; 
Certificates Presented for Completion 
of Part I of Course 





The Brooklyn branch of the Life Un- 
derwriters Association of the City of 
New York, sponsors of the LUTC course 
in Brooklyn, held an LUTC luncheon 
meeting last week. Bernard M. Eiber, 
CLU, general agent, Mutual Trust Life, 
administrative vice president of the 
Brooklyn branch and_ chairman of 
Brooklyn’s LUTC committee, conducted 
the meeting. _ ; 

In his opening remarks, Mr. Eiber 
pointed out that LUTC will make it pos- 
sible for those enrolled in its courses, 
to learn how to apply knowledge in a 
practical manner so that the American 
public will be better served and the 
qualified underwriter equipped and com- 
pensated for his efforts. | 
Edmund L. G. Zalinski, CLU, the na- 
tional director of LUTC activities, who 
was recently elected to fill the post of 
executive vice president of the National 
Association of Life Underwriters, ad- 
dressed the meeting. Mr. Zalinski an- 
nounced that the year 1949-50 would see 
LUTC classes in over 135 cities in 43 
states. Mr. Zalinski said that for an 
agent to be a success in life insurance he 
must want to succeed, he must have 
contact and prestige, he must be ag- 
gressive, he must be enthusiastic, he 
must be persuasive, he must have or- 
ganization and he must have knowledge. 
Mr. Zalinski presented certificates of 
completion of Part I of LUTC to the 
following: from the John Hancock, Mil- 
ton Cohen, Howard Daves, Sidney 
Koenig, Seymour Juskowitz, and Paul 
Lerner; from the Union Central, Edward 
Sweedler; from the Continental Assur- 
ance, Charles Lustig; from Eastern Life, 
Tack Storch; from the Metropolitan 
Life, Philip Walters; and from Pruden- 
tial. C. Neil Wade. 

Mr. Eiber announced that three 
courses would be conducted in Brooklyn 
commencing with Wednesday, November 
3 for Part I and II, and Thursdav, No- 
vember 4 for a second class for Part T, 
at the Brooklyn Technical High School. 

Irving Bober, CLU, assistant manager, 
The Prudential Brooklyn office; Edward 
Rosenbaum, general agent, Mutual Bene- 
fit Life, and Hyman Lander, CLU, as- 
sistant district manager, John Hancock, 
were introduced and announced as in- 
structors for the LUTC courses. 

Others introduced at the meeting were 
Gilbert Austin, CLU, Aetna, first chair- 

man of the Brooklyn branch; Jack War- 
shauer, Guardian Life, first president of 
the Brooklyn branch; James Morrison, 
CLU, Travelers, present president of the 
Brooklyn branch; Morris Besso, treas- 
urer of the branch; and Murray Mala- 
ment. Mutual Trust, secretary of the 
branch. 

Also Marshall MacLeod, CLU, Pru- 
dential, and Thomas Allen, CLU, Mass. 
Mutual vice president and secretary, re- 
spectively, of the Brooklyn Life Mana- 
gers Association; Howard Eaton, admin- 
istrative vice president of the Life Un- 
derwriters Association of New York 
City; Harry Haiblum, Guardian Life, 
President of the Brooklyn Supervisors 
Association: Sophie Lubroth, Mutual 
Trust, member of the board of directors 
ar the Brooklyn branch: Harry Stieglitz, 
CL Metropolitan Life: Emanuel Bel- 
“in, CLU. Prudential; and C. Neil Wade, 
Prudential, members of Brooklyn’s 
UTC committee were introduced. 

Walter P. Scott, Tohn Hancock’s 
Brooklyn and Long Island regional su- 
Dervisor, and Charles Lindner, CLU, 
Prudential’s regional supervisor for 
Brooklyn and Long Tsland, also attended. 

7 rooklvn applicants for Part I and 
. of LUTC trainine should contact 
qemard M. Eiber, CLU. at 26 Court 
“treet, Brooklvn 2, New York or phone 
TRiangle 5-5247. 





Complete First Phase of 


Berkshire’s New Program 


Thomas P. Dore and Charles Donald 
Brohawn complete first phase of Berk- 
shire Life’s new college training program. 

Mr. Dore is the son of Berkshire Gen- 
eral Agent Edward P. Dore, Detroit, and 
was graduated this past January from 
Notre Dame. Mr. Brohawn is a native of 
Baltimore and was graduated in 1948 
from Western Maryland. Both men have 
been in the home office for six months 
and have worked at and studied every 
phase of a life insurance home office 
operation. 

Mr. Dore has been assigned to: the 
Edward J. Dore agency in Detroit and 
Mr. Brohawn to the Frank Chandler 
agency in Baltimore. They will begin the 
second phase of their training which will 
cover a four or five months period, dur- 
ing which they will learn about the oper- 
ation of the cashier’s department and the 
new business department in an agency, 
then go into the field as full time agents. 
When they have had satisfactory field 
training experience they will be given an 
opportunity to gain supervisory experi- 
ence and to prepare for general agency 
management. 

The next two college men to be put 
through this new college training course 
began their work in the home office the 
latter part of September. 


PLANNED SERVICE for brokers 
The 
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New England Opens Phoenix 
Agency; W. W. Clore Mgr. 


New England Mutual Life will estab- 
lish an office in Phoenix, Arizona, Oc- 
tober 1 which will serve as headquarters 
for the state, the agency to be managed 
by William W. Clore, who has been 
brokerage manager of the company’s 
Beamhall agency in Chicago. The new 
agency is the 76th in New England Mu- 
tual’s nationwide organization. 

Mr. Clore is a graduate of University 
of Michigan and took graduate studies 
in life insurance at University of Penn- 
sylvania. He has been active in Chicago 
life insurance circles for 25 years being 
a member of the Chicago Life Under- 
writers Association and the Supervisors 
Club and was active in various com- 
munity drives being zone chairman for 
Community Chest and Red Cross. Dur- 
ing World War II he attained the rank 
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Joins American United 


United Life, Indianapolis, 
Bayard J. Moore as 
Evansville, Ind. 


American 
has appointed 
agency manager at 

Mr. Moore entered sales work in 1938, 
when he was employed by the Auto Club 
of Evansville, leaving that position in 
1942 to serve as a radio operator in the 
Navy. Following the termination of the 
war, he went into the life insurance busi- 
ness, representing the Metropolitan from 
January, 1945 until June, 1946, when he 
went with the New York Life and was 
employed as an agent until August, 1947. 
At the latter time he resigned to accept 
a post as assistant manager for the 
Prudential, and in August, 1948, he left 
Prudential to serve as a general agent 
for the Berkshire Life. 





of major in the Army Air Force serving 
overseas for nearly three years. 
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. . « from an Employee Welfare Program when it 
does not provide Group Insurance. 


Employers all over the country are learning how 
Prudential Group Insurance helps an Employee 


Welfare Program: 


¢ Group Insurance stamps a company as "a 
good place to work.” 


e By increasing a worker's security it in- 
creases his productivity. 


¢ Group claims do a good public relations 
job in the firm's customer area. 


Prudential's Representatives and Brokers have 
found the goodness in Group — through Group 
sales. There are profitable opportunities even 
among "'small'' employers. (Last year's average 
first-year commission cases of 25 to 50 lives— 


$348.) 
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a mutual life insurance company 
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Business Cover, Group Pension Forum 


Many Agents, Business and Professional Men at Humphrey 
Agency Meeting to Hear F. P. Perkins 





\ business insurance and Group pen- 
sion forum recently held at the Maple- 
wood Country Club, Maplewood, N. J., 
by the Newark general agency of Aetna 
Life drew a large crowd of business and 
professional men of New Jersey, also a 
General 
is H. Horton 
Humphrey the 
Principal speakers were Fred- 
Perkins, the 


pany’s Group Life department, and D. 


large number of agents. agent 
at Newark 


chairman of 


of Aetna Life 
who was 
forum. 


erick P. actuary in com- 


P. Cavanaugh, associate counsel. Before 


the forum started the agency held its 
annual meetings, attended by 100 Aetna 
Life agents. Speakers at this meeting 
were Joseph E. Euler, assistant general 
agent in Newark, and David P. Faxon, 
one of the national leaders of the Aetna. 

Extracts from the talks by Messrs. 


Perkins and Cavanaugh follow: 


Frederick P. Perkins 


\ soundly financed pension plan may 
develop a cost of anywhere from less 
than 1% of total payroll to more than 
25% of total payroll. The cost will de- 
pend not only upon the provisions of 
the plan, such as the benefit formula, 
the retirement ages vesting provisions, 
but also upon conditions existing within 
each organization, such as the age dis- 
tribution of the employes and the rate 
of labor turnover. There is no rule of 
thumb for estimating pension costs that 
is even remotely reliable. 

It is impossible to determine in ad- 
vance the long-range cost of any pension 
plan. That will depend upon actual ex- 
perience with respect to many factors, 
not one of which is accurately predic- 
table. This holds true regardless of 
whether the pension reserves are held 
in an uninsured trust fund or applied 
to purchase annuities from an insurance 
company. Estimates can be made, but 
they represent the result of a combina- 
tion of guesses. I do not want to give 
the impression that since pension costs 
cannot be predicted accurately it is use- 
less to spend time and money in making 
the best possible estimate of future costs. 
It is vitally important to the sound 
growth of the entire pension movement 
that those concerned should extend 
every effort to base their cost estimates 


upon a realistic and conservative ap- 
praisal of the factors involved. Much 
greater harm can result to both em- 


ployers and employes from underesti- 
mating the cost of pensions than from 
overestimating them. Employers who un- 
derestimate their pension costs may dis- 
cover the error at a time when they 
cannot make up the deficiency, and they 
have no choice other than to reduce the 
benefits sharply. I need not elaborate 
on the desirability of availing such a 


situation. 
Basic Methods of Handling Reserves 


There are two basic methods of han- 
dling the reserves under a pension plan. 
The older method (and for many years, 
the only available method) is to deposit 
the money in a trust fund from which 
benefits are paid directly to retired em- 
ployes. The other method, available for 
only about 25 years, is to purchase an- 
nuities from an insurance company under 
a Group Annuity Contract. There are 
many plans under which individual poli- 
cies are purchased from insurance com- 





p: s, but these are almost entirely 
l -d to organizations which are too 
sn to qualify for Group contracts. 
Generally speaking, the trust fund 
method is proving attractive only to 
very large corporations. On the other 


and D. P. Cavanaugh 


hand, many large corporations have pur- 
chased Group Annuity contracts, and a 
number of comparatively small organi- 
zations have adopted trusteed plans. 
This is logical because most employers 
realize their important responsibilities in 
setting up an uninsured pension trust 
fund. If the actuarial estimates prove 
to be seriously out of line with actual 
experience or if substantial losses are 
incurred on the investments of the fund, 
the employer, regardless of how care- 
fully legal liability may have been 
avoided, will be held responsible in the 
eyes of the employes and of the gen- 





D. P. CAVANAUGH 


eral public for the payment of the bene- 
fits described in the plan. The average 
employer does not feel that he is equip- 
ped to guard himself adequately against 
these contingencies and therefore he 
prefers to place the responsibility for 
actuarial calculations and the investment 
of funds in the hands of an insurance 
company which gives certain guarantees 
of its performance. 

Typical Group Annuity Approach 

The typical insurance company ap- 
proach under a Group Annuity plan is 
to guarantee the payment of definite 
benefits with respect to each dollar of 
premium paid under the contract. The 
premium is calculated by assuming a 
definite standard of mortality and a defi- 
nite rate of interest earnings, together 
with an allowance for expenses and con- 
tingencies, all on a conservative basis. 
The effect of other factors, such as labor 
turnover and retirement after the estab- 
lished normal retirement age, is recog- 
nized only as it occurs by equitable ad- 
justments in the employer’s cost after 
the plan has been adopted. Further- 
more, if interest earnings or mortality 
or expenses are more favorable than an- 
ticipated in the premium rates, the em- 
ployer’s cost is reduced through divi- 
dends or experience credits. Thus, you 
will see that the insurance company 
approach is a conservative one but that 
it recognizes all of the cost factors as 
they develop from actual experience. 

There are many uninsured trusteed 
plans that are conservatively financed, 
and many of them have adopted the in- 
surance company approach. There is, 
however, a definite tendency for trus- 
teed plans to be financed on a less con- 
servative basis than that used by the 
insurance companies, and in my opinion, 
some trusteed plans are wildly optimis- 
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tic in their estimates of future pension 


costs. 
D. P. Cavanaugh 


The type of agreement used in set- 
ting up a business retirement plan which 
has been generally used in the cases 
Aetna Life has underwritten follow this 
broad outline: 

1. The firm pays the entire amount 
of premiums for the insurance on all of 
the lives. This, in effect, means that 
each member of the firm, whether he is 
insurable or not, indirectly pays a part 
of the entire insurance cost equal to 
his proportionate ownership of the firm. 
This method of distributing the premium 
cost works out with about as much 
equity as any plan could produce, re- 
gardless of the number of firm members 
involved, regardless of the fractional in- 
terest of each member in the firm, and 
regardless of their respective insuring 
ages. 

From the analysis of the problem 
which the business retirement plan seeks 
to solve, it is reasonable to say that each 
member of the firm stands to benefit 
from the plan in proportion to his frac- 
tional interest in the firm, and conse- 
quently he should bear this same pro- 
portion of the cost of the plan. No 
method of allocating the premium costs 
will do exact justice under all circum- 
stances, and it does seem that the idea 
of having the firm pay the premiums is 
as logical, as easy to administer, and is 
as equitable as any other plan that 
might be used. 

2. The second point in the agreement 
is that each policy is payable as a death 
claim to the beneficiary designated 
therein by the party who is insured. 
Thus each firm member may have the 
insurance on his own life settled with 
his designated beneficiary or benefici- 
aries, just as though it were personal 
insurance. He could make use of the op- 
tional modes of settlement in the insur- 
ance policy, or, if he desires, he could 
have the insurance payable to a trust 
company to be settled under a trust for 
the benefit of his family. 


Value of Business Interest 


3. The third point in the agreement 
is the method of arriving at the value 
of the business interest of each firm 
member for purposes of the agreement. 
Our agreement provides that the par- 
ties to the contract will, from time to 
time, by mutual agreement, arrive at a 
value for the interest of each member 
in the firm and that this value, when 
agreed to, will be asserted in a schedule 
made part of the agreement. Generally, 
it would appear better for the parties 
to arrive at a value while all are living 
because they should be in a position 
with their intimate knowledge of the 
affairs of the concern to do a beter job 
than could possibly be done by others 
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after one of the firm members has died. 
However, in some cases the agreement 
will provide for a formula to be applied 
after the death of a firm member to de- 
termine the value of his interest in the 
business. So long as the parties act in 
good faith, it would seem that they can 
insert any value agreeable to them, in 
the agreement, or they can use any for- 
mula they desire for arriving at a value, 
and the value they have agreed to should 
be binding for tax purposes and all 
other purposes, whether or not strangers 
to the agreement might feel that the 
value was proper. 

4. The agreement usually provides 
that no member of the firm can dis- 
pose of his interest in the business while 
the agreement is in force unless he first 
offers it for sale to the other members 
at the price stated in the agreement. 
If the other members refuse to buy, and 
he sells to a stranger, the agreement 
would, of course, be terminated by that 
act. If the agreement should be termi- 
nated, the insurance policies would te- 
vert to the firm as an asset of the firm. 
Generally, it is provided that if the 
agreement is terminated each member 
who is insured may have the option to 
purchase the policy on his own life by 
paying into the firm the cash surrender 
value thereof. 

5. Sometimes the amount of insur 
ance carried on each life is not sufi- 
cient to pay for the entire business in- 
terest of a decedent. Sometimes one 0! 
the members of the firm is not insurable 
at all. The agreement therefore usually 
provides that if a firm member is not 
insured, or if the insurance is not suff 
cient to pay for his business interests, 
then any purchase price not covered by 
the insurance can be paid by the firm 
over a reasonable period of time with 
notes of the firm containing such ma- 
turity dates, interest and collateral s¢- 
curity as may be specified in the agree: 
ment. 





R. R. STOTZ AGENCY MEETING 

The Grand Rapids agency of Mutual 
Benefit. Life, with Raleigh R. Stots 
CLU, as general agent, held its annual 
meeting and banquet earlier this month.f 
Among those attending from the home 
office were John S. Thompson, president, 
and Dr. J. Randolph Beard, Jr., medical 
director. 
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Prospects Bright, Say Hull, Woodward 


Former Finds Present Insurance Market Best in History; 


Latter Forecasts Rising Needs for Insurance 


Roger Hull, vice president and mana- 
agencies, and Donald R. Wood- 


ger of : é 
ward, second vice president, were the 
principal speakers before a_ series of 


four business regional conferences of 
the national field club and the Top 
Club of the Mutual Life of New York. 
The last of the conferences was at Sun 
Valley, Idaho, September 29. 

Both speakers saw_ bright outlooks. 
The present market for life insurance, 
Mr, Hull said, was greatest in history of 
the business. However, he warned that 
there must be more skillful salesmanship 
and improved technique in order that life 
insurance production should reach the 
peak where it should be. 

Necessity of More Calls 

Discussing the necessity of more calls 
_selling, prospecting and service—Mr. 
Hull made these suggestions: 

Have a periodic check on the insured 
to determine if changes are to be ef- 
fected in the policy which might be 
beneficial to both the policyholder and 
the insurance company. 

Go around at least once a year. Call 
once in a while to offer service and not 
to try to sell more insurance. 

Develop a thorough “follow-up” sys- 
tem. 

Improve the quality of the agents, 
first in selection, second in training, 
third in supervision, fourth by making 
a revision in compensation methods 
whereby an agent is not solely de- 
pendent on new business for a living. 

Acquire a better knowledge and more 
background of client’s needs. 

Supply income information, including 
Social Security benefits and life insur- 
ance for family in case of death. 


Sees Need for Larger Incomes 


Mr. Woodward cited these elements in 
abright business outlook: 

The average income of a family of 
four persons has increased from less 
than $1,000 a year in 1900 to nearly 
$6,000 today. In purchasing power, the 
tise Was more than 2% times. Projected 
ahead 25 years, it is a realistic assump- 
tion that the average family income will 
tise to somewhere between $7,100 and 
$9,600 a year by 1975, in dollars of pres- 
ent purchasing power. Life insurance 
needs will rise accordingly. If a man 
wants to provide his wife with 40% of 
his income after his death, he would 
have needed in 1900 an amount of insur- 
ance sufficient to pay $31 a month. To- 
day he wil! need to provide six times 
as much, or about $200 a month. By 
1975, he will have to provide somewhere 
between $204 and $320 a month. 
Income for the wife will be needed 
lor a longer period. Assuming 32 years 
as the typical age for a wife, her ex- 
pectancy in 1900 was to reach 67. Since 
then it has advanced 7 years to 74. In 
the next quarter century it should rise 
at least 3 more years if the past trend 
continues. For a 32-year-old wife, the 
period for providing income extended 
only 35 years in 1900, compared with 42 
years now, and 45 years, at least in 1975. 
Greater income for children will be 
needed for a longer period of time. 
Each succeeding generation is spending 
more time in school. Assume the aver- 
age family has two children, ages 6 and 
4. The man wants to provide 10% of his 
income for each child through the nor- 
mal schooling period. In 1900, the aver- 
age school-leaving age was 14. At that 
ume, income for the two children would 
lave been needed only for 8 years in 
the case of the older child and 10 years 
‘or the younger. Today the school- 
leaving age is 18, or an additional four 
years in which income has to be pro- 
vided. By 1975, the school-leaving age 
tan be expected to be 20, or an exten- 


. 





ROGER HULL 


sion by another two years of the period 
for income provision. 

Male longevity is constantly improv- 
ing and the period for retirement in- 
come for the man himself is increasing. 

Women are becoming increasingly im- 
portant prospects for life insurance. In 
1900 only 20% of women of working age 
were employed. Now the figure is 30%. 
3y 1975 it should rise, at the very least, 
to 35%. 

The numbers of families in the United 
States will increase. By 1975 there will 
be at least 30,000,000 more persons in 
the country than there are today. 

Life insurance is finishing the _ half 
century “with an accomplishment far su- 
perior to the wildest possible dream in 
1900” and the second half can be faced 
with “vastly more assurance and con- 
fidence,” Mr. Woodward said. 





HARVEY C. RUSSELL DIES 
Harvey Clarence Russell of Louisville, 
manager of Simmons University and 
founder of the Domestic Life Insurance 
Co., died recently. He is survived by his 
widow and several children. 


Field Agency Director 





GEORGE A. MARTIN, JR. 


George A. Martin, Jr., has been named 
field agency director of Combined Amer- 
ican Insurance Co., Dallas. He will be 
in charge of agency operations in the 
life department of Combined American 
under its area development plan. The 
first area to be developed according to 
this plan under Mr. Martin’s direction 
will be South Texas, and his headquar- 
ters will be in San Antonio for the 
present. Other areas are also being de- 
veloped by the life department of Com- 
bined American to supplement the al- 
ready extensive operations of its acci- 
dent and health department. 

Mr. Martin started his life insurance 
career nearly 27 years ago as an agent, 
and has successively held the positions 
of branch manager, state manager, su- 
pervisor of agents, superintendent of 
agencies, and new field agency director. 
During that time he has built three 
successful agencies, two of them being 
branch agencies and one a state agency. 
Tmmediately prior to joining the Com- 
bined American he served as superin- 
tendent of agencies for the American 
Hospital and Life, in San Antonio. 





MADE REGIONAL MANAGER 

Georgia Life & Health Co. has ap- 
pointed C. L. Wilson as regional mana- 
ger of the company’s central Georgia 
territory. 
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Maclean’s Vol. II on 
Life Insurance Ready 


BEING DISTRIBUTED BY LOMA 


Executive Secretary Frank Rowland 
Tells Institute Progress and Future 
Program 


“Introduction to Life Insurance, Vol- 
ume II,” by J. B. Maclean, is now ready 
for distribution by the Life Office Man- 
agement Association, New York. This is 
the second of the four volumes that Mr. 
Maclean is writing for LOMA Institute’s 
four Course I examinations. When fin- 
ished, the series will constitute a compre- 
hensive survey of the life insurance busi- 
ness. The four volumes will contain nu- 
merous examples of life insurance prin- 
ciples and are being written in a style 
that is readily understood by persons 
without previous knowledge of the field. 

This year in addition to the Maclean 
textbook, the Institute has published a 
revised Examination 2 Student’s Manual, 
an Examination 7 Student’s Manual, and 
a new Course I Quiz Book. The latter 
adjusts the Examination 2 quiz questions 
to the content and emphasis of “Intro- 
duction to Life Insurance, Volume II.” 

Companies are currently receiving 
1949-1950 Syllabi, posters, and promo- 
tional literature. These items are pro- 
vided, free of charge, in whatever quan- 
tities that companies can use. The infor- 
mational booklet, “Opportunity Knocks 
on Your Door,” is again available for 
general distribution to interested stu- 
dents. 

Institute Has Record Year 

At LOMA’s annual conference in 
Swampscott last week, Frank L. Row- 
land, executive secretary of the associa- 
tion, announced that the Institute had 
just completed its third consecutive rec- 
ord year. The official statistics are as 
follows: 

Examinations written .............. 
Students participating ............. 4409 


Companies represented ............ 202 
Certificates awarded .............. 560 
Associateship diplomas awarded.... 68 
Fellowship diplomas awarded....... 60 


The unusually large number of Fel- 
lowship awards this year is accounted for 
by the fact that students who started 
these before 1948 must complete them 
by October, 1950, in order to have them 
considered in qualification for the Fel- 
lowship. 

In outlining plans for the immediate 
future, Mr. Rowland stated that the As- 
sociation’s educational director will visit 
southern companies this fall and will 
probably conduct instructor seminars in 
Atlanta and Dallas. When asked to pre- 
dict enrollments for 1950 examinations, 
Mr. Rowland merely remarked that pros- 
pects appeared very bright. He based 
his optimism on two facts: one, that an 
increasing number of companies are pre- 
scribing the courses in connection with 
their supervisory development programs 
and, two, that more companies are urg- 
ing their field employes to prepare for 
LOMA Institute examinations. 





George C. Turner Dies 

George Cary Turner, who retired as 
treasurer of Mutual Life of New York 
in 1942, died in Montclair, N. J., Sep- 
tember 22. He joined the company in 
1894 with its foreign accounting depart- 
ment and then went into the policy loan 
division of which he became assistant 
superintendent in 1916. He was elected 
assistant treasurer of the Mutual in 
1921 and treasurer four years later. 
Before going with the Mutual Life he 
attended College of the City of New 
York. 


T. S. Sikes Evansville G.A. 


Berkshire Life announces appointment 
of Thomas S. Sikes as general agent in 
Evansville, Ind. Mr. Sikes has been a 
leading producer for Berkshire Life in 
Evansville for about a year, and prior to 
that time was an agent and assistant 
manager for one of the large eastern 
combination companies for twelve years. 
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THE GOLD BOOK OF 1949 
The The Gold Book of 
1949, which will be issued by The East- 


ern Underwriter on October 7, is how 


theme of 


the capital needs of American business, 
some of them urgent, are being met by 
life insurance companies, with especial 
emphasis on the aid which they furnish 
small business in assisting those private 
expand and multiply 
As by 
numerous articles in The Gold Book, 
some of which are written for this 
particular issue by the borrowers them- 
selves, the funds go into construction of 
new plants and additions, or in reaching 
wider fields, or in developing new types 
of processing and thus making possible 
a larger production to meet the needs 
of the public. This cooperation between 
the investment divisions of life insur- 
ance and of industry naturally results in 
increased employment and more pros- 
perous communities. In brief, the finan- 
cial aid of life insurance enters all 
areas of the economic and social struc- 
ture of the country. 


enterprises to 


their energies. will be seen 


In preparing material for The Gold 
300k the editors had the assistance of 
a large number of companies for which 
it desires to express its gratitude. These 
include individual articles by chief fi- 
nancial executives of a number of com- 
panies and in addition, companies de- 
scribe nature of loans which they have 
made. 

One reason The Gold Book 
selected this constructive tie-up of the 
life insurance institution with American 
to acquaint the nation’s 
agency force with what the life com- 
panies are doing in that direction as 
knowledge of this aspect of the busi- 
ness constitutes still another morale 
builder by furnishing the field force 
with new evidence of what a strong 
prop to the nation their life companies 
really are. 

In addition to the articles on the in- 
vestment field others appear demon- 
strating the wide range of assistance 
given by life insurance to the nation. 
They cover the large size of the bene- 
fits and other sums being constantly re- 
turned to the insured or beneficiaries; 
the manner in which economic needs 
are furnished to American business men 
and others; how life insurance makes 


why 


industry is 





possible an increase in longevity and 
improved health conditions, and other 
angles which make America a stronger, 
more prosperous and healthier nation. 

The subjects of pensions and Group 
annuities now among the leading topics 
being discussed and reviewed by Amer- 
ican life insurance and industry are 
handled in the issue. Several articles on 
legal matters will be printed, including 
explanations of business insurance situ- 
ations respecting widows and _ wives, 
such as ownership of business after the 
husband or father dies. Also marital 
deduction is described. 

As usual, The Gold Book includes 
numerous personality stories, giving the 
careers of successful agents. Among the 
feature articles are those discussing the 
Harry Gardiner agency of the John 
Hancock in New York City, one of the 
most successful in the United States; 
and the Marsh agency of the Lincoln 
National Life in Washington, D. C., 
with its unusual high production aver- 
age scored by the many agents who 
served in the World War. Included also 
in the issue are the opinions of a group 
of insurance people who, in the role of 
drama critics, review Broadway’s big- 
gest dramatic hit, “Death of a Sales- 
man.” This salesman, who in a fit of 
disillusionment, finally commits suicide, 
could just as well have been a life in- 
surance man as a merchandise drummer, 
and the opinion of the insurance critics 
is that he unnecessarily wasted his life- 
time opportunities, suicide being the 
way out of a weakling. 

Articles in The Gold Book, with its 
unusually large circulation in both the 
United States and Canada, are used by 
many general agents as text for Monday 
morning meetings in agencies. 





R. O. Deming, Jr., president of the 
Deming Investment Co., Oswego, Kans., 
who was elected president of the Mort- 
gage Bankers Association last week, is 
well known to investment officers of life 
insurance companies as was his father, 
the late R. O. Deming, Sr., who had 
mortgage loan transactions with many 
insurance companies particularly in the 
field of farm loans. 

x * * 


Wm. Eugene Hays, CLU, general 
agent at Boston for New England Mu- 
tual Life, will head the insurance section 
in the annual Red Feather Campaign 
this fall. He will direct solicitation 
among Greater Boston insurance com- 
panies, 








NORMAN H. NELSON 


Norman H. Nelson, vice president, 
Minnesota Mutual Life, St. Paul, was 
reelected for a four-year term to the 
board of governors of the Mortgage 
Bankers Association of America at its 
annual meeting in Chicago September 
19-21. He also became chairman of its 
educational committee and a member of 
the policy committee. He had served on 
the executive committee the past two 
years. The Association is the only na- 
tional group of its kind and represents 
over 1,300 mortgage bankers, life insur- 
ance companies, banks and title insur- 
ance companies. 


x * Ox 
Herbert B. Speasmaker, Mutual Life 
of New York, Columbus, has heen 


elected vice president of the Springfield, 
Ohio, Junior Chamber of Commerce. 
x * x 
Rolland Nash, Mutual Life of New 
York, Oklahoma City, has been elected 
to the executive board of the University 
of Oklahoma Alumni Association. 
eo ee Se 
F. L. Wilkinson of New York City is 
author of a long article in the Post 
Magazine of London on “Third Party 
Insurance in the United States.” 
x * x 
Allen C. Eastlack, vice president and 
actuary of Wisconsin National Life of 
Oshkosh, was recently elected grand 
steward of the Grand Council of the 
Masonic order at the 92nd annual as- 
sembly in Milwaukee. Mr. Eastlack is at 
present thrice illustrious master of Osh- 
kosh Council No. 8 Royal and Select 


Masons. He has been prominent in 
Masonic work for many years. 
x * x 


Judd Benson, president, National As- 
sociation of Life Underwriters, is in New 
York this week consulting with the staff 
at headquarters. He said that of the 
many admirable addresses delivered be- 
fore the annual convention of NALU in 
Cincinnati, two which attracted un- 
usually wide attention were those de- 
livered by U. S. Senator Robert A. Taft 
of Ohio, in which the Senator warned 
against the menace of a “welfare state,” 
and the talk made by Carrol M. Shanks, 
president of The Prudential, who warned 
not only life insurance men, but the 
entire citizenry, respecting trends in the 
direction of federalization. The NALU 
now has approximately 50,000 members. 
Mr. Benson was optimistic about insur- 
ance production. He also said that the 
life insurance field everywhere is broad- 
ening its clientele and especially is gath- 
ering knowledge about pensions, which 
subject is now topic No. 1 in interest. 

























Robert A. Lovett, formerly Under. 
Secretary of State, has been reelected 
to the board of directors of the Virginia 
Fire & Marine at Richmond. Mr, Lovet; | 
had resigned from the board of the 117. 
year-old Richmond firm to serve under 
Secretary of State George C. Marshall 
Mr. Lovett now is a partner in the| 
private banking firm of Brown Brothers | 
Harriman & Co. of New York. Among : 
out-of-town directors who attended the” 
meeting were: Thatcher M. Brown | 
senior partner of Brown Brothers, Har. 
riman & Co.; W. Randolph Burgess 
chairman of the executive committee of 
the National City Bank of New York. 
Benjamin Strong, president of the 
United States Trust Co. of New York 
and John C. Traphagen, chairman oj 
the board of the Bank of New York 
and Fifth Avenue Bank, New York. 





x  & | 
Alfred E. Lampe, assistant manager oj 
American International Underwriters 


Corporation, Washington office, has been 
awarded the designation of Chartered 
Property Casualty Underwriter by the 
American Institute for Property and 
Liability Underwriters, Inc. Mr. Lampe, 
a graduate of the United States Naval 
Academy, and a commander in the 
Pacific during World War II, has been 
in the insurance business for over 15 
years. 


* * * 


R. S. Lester, who has been in charge 
of the Houston, Texas, office of the 
H. L. Davis & Son general agency of 
San Antonio, has become the junior 
member of the firm. H. L. Davis, Sr, 
and H. L. Davis, Jr., will continue active 
in the agency work. Mr. Lester entered 
insurance as a local agent in 1924, later 
serving as manager for a general agency, 
and joined the firm of which he is now 
a member as Houston office manager 


in 1945. 
x * * 


Kenneth Bidgood of Houston, Texas, | 
has become assistant director of the 
Inland Marine Section of the Fire In- 
surance Division of the Texas Insurance 
Department. Mr. Bidgood has been ac- | 
tive in insurance work five years, three | 
as an adjuster and two in the inland | 
marine department of an_ insurance | 
company. | 





x ok Ok 


Kathleen Ann Schwab, three months | 
old daughter of Arthur L. Schwab, well | 
known Staten Island, N. Y., agent, and 
Mrs. Schwab, is not only an_ unofficial 
honorary member of the New York | 
State Association of Insurance Agents | 
but has already attended three insur- | 
ance meetings. Her parents own theit | 
own plane and fly to conventions, They 
took Kathleen to Buffalo when one | 
month old, to Albany when she reached | 
two months and last week she attended, 
with her parents, the National Associa- 
tion convention in Chicago. Behaving 
perfectly she lay in her carriage in the 
banquet room during the three hour | 
dinner of the New York Association ant | 
nary a peep out of her. Mr. Schwab, 
who recently won his CPCU designation 
as a Chartered Property Casualty Under- 
writer, is one of the official family of 
the New York State Association of In- 
surance Agents. 

* * x 


Harold Clayton Chambers has bee! _ 
appointed manager of a joint branch | 
in Rio de Janeiro which has been openel F 
by the Pearl Assurance Co. and the F 
Prudential Assurance Co. of Greath 
Britain. ; 


— 


* * * 


O. F. Depledge and E. C. Travers | 
foreign fire superintendents of North q 
British & Mercantile, have retired. On a 
October 1 E. A. Taylor becomes foreig! 
fire superintendent of the company. 
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Continental’s Famous Calendars Pre- 
sented to N. Y. Insurance Society 
Allison Burton Roome, for many years 

an executive of fire companies and who 

is now living in retirement, has pre- 
sented to the Insurance Society of New 

York a complete series of calendars of 

Continental Insurance Co., running from 

January, 1880, to 1922. These calendars, 

now in review at the Society, had been 

so much in demand by agents of the 
company that there were instances of 
an agent ordering as many as 10,000 of 
countless 
were 


distribution. In a 
the 
hung on walls, those having the greatest 
popularity featuring famous paintings of 
the American Revolution. The 
doing these historical paintings were F. 
C. Yohn and Clyde O. DeLand. As the 


each 


them for 


number of homes calendars 


artists 


Continental attached to historical 
painting a detailed account of the event 


painted, many thousand children learned 


important facts in American history 
from Continental calendars. 
When the first of the Continental’s 


calendars went to agents the company 
100 Broad- 
way. This pioneer calendar was not am- 


had its executive offices at 


bitious as a work of art as it merely 
displayed a globe across which ran the 
name of the Continental. 

In the following year, however, the 
Continental started going in for art work. 
The 1881 artist tried to put as much ac- 
tion as he could in his work. Thus, he 
managed to crowd into quite a limited 
Space some wild game fleeing before a 
Prairie fire, Indians chasing buffalos, a 
railroad train and, for an insurance link, 
the residence of an agent who had “Con- 
tinental Insurance Co.” painted on the 
side of the house, indicating that this 
was also a place where fire insurance 
could be purchased. 

Scenes of the West also featured the 
1882 calendar. It showed an Indian gaz- 
Ing over the vista and also a covered 
Wagon well protected while crossing the 
prairie, , 

An unusual slant was taken in the 
1883 calendar when a home in the back- 
ground was depicted on fire, but in the 
loreground were seen a group of con- 
tented children safely resting in a cornu- 
copia marked “Continental Policy.” 

In 1884 symbolism made its appear- 
ance. The art work consisted of a 
Statuesque beauty who was holding a 
— flame-douser, marked Continental. 
Was symbolizing that there had 
* fire, but that the owner of the 
building need not worry because she 
ned insurance protection. 

n the following year Cupids gayly 

















decorated the calendar and the first ap- 
pearance was made of a chest in the 
corner of the picture, it being marked 
“Safety Funds.” That chest was seen in 
later calendars. 

The first notice that the company also 
sold protection against lightning and 
tornado came in 1886. Scenes were on 
a farm—men handling hay; happy farm 
family, but farm building on fire. Happy, 
of course, because of insurance protec- 
tion. 

The first of “the bear pictures” was 
in 1887. The trunk of a tree is on fire. 
The mamma bear, with her cub strapped 
in some way around her waist—just how 
that was accomplished the artist doesn’t 
explain—was grief-stricken, but not for 
long because papa bear is reviving her 
by displaying a Continental policy. 

In 1888 the artist featured dogs. There 
is a kennel and five dogs contented un- 
deracaptain, “Safety Funds—$1,2C0,000.” 

For the next two years artists went 
in for beautiful women with wings. 
There were two women angels in 1889, 
each holding a policy of Continental. In 
1890 another angel appeared, this time 
standing by the chest marked, “Con- 
tinental Safety Funds.” 

The bears made their reappearance in 
1891 and were dancing, and doing so 
because Continental insurance made 
them indifferent that their forest home 
was burning. 

Straight old-fashioned art work 
marked the 1892 calendar—five birds and 
a beautiful child holding a calendar cap- 
tioned, “Get Continental Safety Fund 
Policy with Millions Behind It.” This 
was one of those indirect sales cal- 
endars with little connection with real- 
ism. Idea was that calendar was so 
beautiful it would be hung in thousands 
of homes, and, if hung, message about 
strength of company would be seen. 


In 1893 a boy stops at a road sign 
while enroute to a fishing pool. His dog 
waits beside him as he reads: “Go to 
the Continental Fire Insurance Co. for 
Safety Fund Policies.” 

The first of the many figures in Revo- 
lutionary military uniforms appeared in 
1894, a painting of a boy and girl. The 
former, looking very military, was bend- 
ing over about to light a toy cannon. 

In the following year the Continental 
costume again appeared on a_ boy. 
Garbed in military clothes, with a sword 
held by his belt, he was standing up in 
a boat filled with children, a rifle poking 
itself over the bow. 

Back to the bears went the artist in 
1896. This is a family scene. Papa and 
Mamma bears are standing before the 
fireplace and two cubs are in bed above 
which appears a Continental sign. 

A grown up soldier in Continental uni- 
form appears in 1897 listening to his 
wife read the words of a Continental 
policy contract. It makes both feel safe. 

Beginning with 1898 the Continental 
began its series featuring famous paint- 
ings of the American Revolution. Each 
calendar had attached over the section 
of dates an explanation of the event 
being painted. The first of these calen- 
dars, entitled “Our Flag,” showed Widow 
3etsy Ross in her home on Arch Street, 
Philadelphia, making the flag which had 
been designed by George Washington. 
Paintings which calendars featured from 
then on were these: 

1899—Capture of Fort Ticonderoga. 

1900—Prescott at Battle of Bunker 
Hill. 

1901—Defense of Fort Moultrie. 

1902—Battle of Bennington. 

1903—Battle of Oriskany. 


1904—Mrs. Murray Delaying British 

Officers. (Protecting General George 
Washington retreat from Brooklyn 
Heights). 


1905—Washington landing at foot of 
Wall Street for his Inauguration; also, 
sketch of his Mt. Vernon home. 

1906—The Victorious Army of Two. 
Litt!e girls with a drum which fright- 
ened away a fleet, commander of which 
thought the drum he heard was part of 
a Revolutionary army. 

1607—The Boston Boys’ Protest. 

1908—The fight between the Bon 
Homme Richard and the Serapis. That 
was on a moonlight night in September, 
1779. 

1910—Pocohontas. 

1911—George Roger Clark’s capture of 
Kaskaskia. His army was holding Ken- 
tucky against Indian allies of the enemy. 
The engagement saved Kentucky and 
Ohio for the Army of the Revolution. 

1912—Admiral Perry’s ringing report, 
“We have Met the Enemy and They Are 
Ours.” 

1913—The Alamo. 

1914—First Shot at Yorktown. 

1915—First Stars and Stripes on the 
Ocean. This was Paul Jones unfurling 
the flag on the “Ranger” in 1777. 





The Continental Calendar Collection, presented to the Insurance Society of New 
York by Allison B. Roome, is examined by Rose Cirnigliaro, secretary to Mabel 
Swerig, Insurance Society librarian, 


Begining with 1916 and for the next 
four years the calendars featured pioneer 
transportation. Shown on the calendars 
were the first steamboat, first automo- 
bile, first locomotive and first street rail- 
way. 

Paintings on 1920 and 1921 calendars 
were of a Continental soldier, popularly 
called Minute Man. 

Clyde O. DeLand painted the 1922 
calendar which was called “A Colonial 
High Tea.” In Danvers, Mass., there still 
stands a _ dignified colonial mansion 
known as “The Tea Party House,” be- 
cause of the entertainments given there 
by Polly Page, daughter of the owner. 
Because of the tax on tea her father had 
forbidden its use in the home. Not real- 
izing the importance of his decision Miss 
Polly secretly held little tea parties on 
the rooftop, and the 1922 calendar gives 
a colorful picture of one of her high 
tea parties. 

Allison Burton Roome, who presented 
the calendars to the Insurance Library, 
was a graduate of Rutgers College with 
the degrees of B.S. and C.E. On leaving 
college he went with Sanborn Map Co., 
and subsequently becoming chief in- 
spector of special hazards for Con- 
tinental and later manager of its Brook- 
lyn and Long Island department. In 1918 
he was made agency manager of West- 
chester Fire and in 1919 its assistant 
secretary. From there he became an offi- 
cer of Delaware Insurance Co., resign- 
ing to be executive vice president of 
Independence Fire. In 1929 he resigned 
to become president of Aero (Fire) In- 
surance Co. and vice president and treas- 
urer of Aero Underwriters Corp. and 
subsidiary companies. When the Aero 
companies were liquidated he became 
assistant Western manager and later 
Eastern manager of Republic Insurance 
Co., beine elected vice president in Jan- 
uary, 1935. Mr. Roome retired from 
the insurance field some years ago and 
is now living in Westfield, Mass. 

x * * 


Arrive At Big Dinner Early 

The dinner of the National Industrial 
Conference Board (of which John S. 
Sinclair is president), in the Waldorf 
Astoria last week was remarkable in 
many respects, not only in the fact that 
hundreds of people in the business were 
present, but they all sat down to d'n- 
ner at 6 o’clock. That so many promi- 
nent persons in the industrial world 
would be seated so early in the evening 
was most unusual. 

The reason for this early appearance 
was that the diners went to the ban- 
quet shortly after the business confer- 
ence ended and none of them took the 
time to go ‘home and don evening 
clothes—in fact, there was not a dinner 
coat in the place. Mr. Sinclair can well 
be proud of the success of the National 
Industrial Conference Board meeting. 
A large number of insurance companies 
have a relation of some sort or another 
to the NICB. 

Mr. Sinclair’s talk at the banquet is 
reviewed in another section of this 
paper. 

* * * 
Irving Riker 

Irving Riker, head of the Newark law 
firm of Riker, Emery & Danzig, has 
been elected a director of the Fidelity 
Union Trust Co., that city. He is also 
a director of the Mutual Benefit Life. 
His father, Adrian Riker, was president 
of Franklin Savings Institution from 
1916 until his death in 1926, and was 
also chairman of Merchants and Manu- 
facturers National Bank. 

Irving Riker is a graduate of Prince- 
ton and of Columbia Law School. He 
is treasurer of the Essex Club of New- 
ark. oe a 


E. J. Foley Promoted 

Edward J.-Foley has been appointed 
assistant superintendent of the surety 
department in the Hartford Accident & 
Indemnity. A native of Hartford and 
graduate of the University of Pennsyl- 
vania, Mr. Foley has been associated 
with the company since 1927. In recent 
years he has served as a surety under- 
writer. 
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NAIA Chicago Convention Replete 
With Action and Spirited Debates 


Retiring President Stott Recipient of Many Deserved Honors; 
Executive Vice President Butler a Strong Figure; 
Newly Elected President Johnson Well Received 


By Epwin N. Eacer 


With aggressive action, drama and sus- 
pense, spirited debate and colorful per- 
sonalities dominating the scene at various 
times, the 1949 annual convention of the 
N: ational Association of Insurance Agents 
at the Hotel Stevens in Chicago last 
week was one of the most successful in 
years. 

From the opening territorial confer- 
ences on Monday morning, September 19, 
until after the vigorous address of 
United States Senator Harry F. Byrd at 
the closing session Thursday morning, 
in which he once again denounced heavy 
deficit spending by the government as 
leading the country, unless it is checked, 
down the road to ultim: ate national bank- 
ruptcy, there were few moments when 
delegates could leave the conv ention hall 
without fear of missing something worth- 
while. 

Outstanding action centered, of course, 
on the decisions of the national board 
of state directors, to oppose extension of 
the trend to permit fire policyholders to 
pay for term policies on the installment 
basis, and to appoint a committee to 
study the question of consultation, on 
a national basis, with insurance compa- 
nies on the subject of commissions. 

Installment Plan Debate 

Debate on the installment plan ques- 
tion revealed that in some Southern and 
Western states, plus a few others, senti- 
ment was in favor of companies grant- 
ing installment payment privileges to 
assureds. This opposition to the ultimate 
stand of the NAIA is not based on any 
love for the new plan, which was intro- 
duced by the General of Seattle, some 
mutuals and the Insurance Company of 
North America. Rather the competitive 
advantages which accrue to agents with 
those facilities render it a _ practical 
necessity that all agents be armed with 
similar weapons, even though the large 
majority of agents are against the theory 
behind the plan, said the advocates of 
no action by the NAIA. 

In some circles it is felt, and was so 
expressed at Chicago in corridor conver- 
sations that the annual fire rates, upon 
which are based the successive steps of 
term and installment discounts, are too 
high. These rates, it is predicted, may 
be lowered by Insurance Commissioners 
who do not see the reasoning for charg- 
ing $1 for $100 for insurance, for example, 
for one year, offering the same cover- 
age at a rate of 80 cents a vear if a five- 
year policy is bought and paid for in 
advance, and then reverting practically 
to an annual policy with an 83-cent 
rate if a five-year term policy, with in- 
stallment payment rights, is purchased, 

The worry of many agents is that if 
companies can make an_ underwriting 
profit on the lower rate associated with 
an installment policy, then the original 
annual rate schedule is now much too 
high. If the term policy, with installment 
payment privileges, is not profitable then 
it should be dicontinued. 

Butler a Strong Figure 

The NAIA in the statement it adopted 
asks Insurance Commissioners to study 
all the ramifications of this problem, to 
reverse actions where approval has been 
granted and not to give favorable con- 
sideration to installment payment pro- 


posals offered in the future. During the 
night debate at Chicago which followed 
General Counsel Walter H. Bennett’s 
lengthy paper on the legal and economic 
angles of the whole matter it seemed 
for a while as though the NAIA pro- 
posal might be sidetracked as a result 


of the strong and earnest opposition 
of several Southern directors. 
Just as doubt as to outcome of the 


whole matter seemed to spread through 
the huge audience, Executive Vice Pres- 
ident Charles P. Butler stepped to the 
rostrum and threw the full weight of 
his legal and oratorical ability into battle. 
He stressed the possible violations of 
state rating laws and the danger of 
bringing the Federal government into the 
picture through the Federal Trade Com- 
mission, if unfair trade practices could 
be charged. When he had concluded 
the NAIA proposition had been put over. 

Later in the convention the 14 states 
which still opposed the step taken by the 
NAIA offered a minority statement in 
which they set forth their reasons as 


follows: 
Minority Statement 

“We, the minority members of the 
NAIA board of directors, in the voting 
on the installment payment plan for term 
insurance, desire that our reasons for 
opposing the passage of the statement 
of principles as to installment a 
plan for term insurance be recorded i 
the records of this 53rd annual conven- 
tion of the NAIA, and set forth as fol- 
lows a minority opinion of the board of 
directors. 

“1, We feel the action was taken with- 
out adequate time to enable the directors 
to discuss with their respective state 

(Continued on Page 20) 


Clarke Smith Congratulates 
Garden Exhibit Winners 








Royal-Liverpool Deputy United States 
Manager Clarke Smith, right, congratu- 
lates high prize winners at the group’s 


Sixth Annual Home Garden Exhibit. 
Elizabeth Morton, left, won eight rib- 
bons, and C. Waglow, center, took 
top honors with a total of fifteen prizes. 


Nearly 150 vegetable exhibits and 290 
flower exhibits were entered in com- 
petition for over $400 in prize money 
at the sixth Annual Home Garden Ex- 
hibit of the Royal-Liverpool Group held 
recently. 

Displayed on the main floor of the 
Royal Building at 150 William Street, 
the exhibits could be viewed by visitors 
as well as by Royal employes. Follow- 
ing the show the flowers and vegetables 


were donated to the Beekman-Down- 
town Hospital. Judges for the flowers 
were Alys Sutcliffe and Mary Ann 


Beaver of the Brooklyn Botanic Garden. 
3etty Blossom of the editorial staff of 
House and Garden and J. W. Johnston, 
horticultural editor of the New York 
Herald Tribune, judged the vegetable 
entries. 

Prizes for the show were awarded by 
Clarke Smith, Royal-Liverpool deputy 
United Sti ites manager, who noted that 
this year’s exhibit was the largest and 

(Continued on Page 21) 
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WE ARE PLEASED TO ANNOUNCE THAT 


FREDERICK W. MEZEY 


Is now associated with us as 


VICE PRESIDENT and DIRECTOR 


MEZEY AGENCY, INC. 
84 William Street, New York 7 



































Three Named to NAIA 


Executive Committee | 


WOLFF, ARTHUR AND CARNEy 





Wolff Long Active in Indiana Ass'n: 
Arthur Former Virginia President; 
Carney Director for Wisconsin 





Herman C. Wolff, Indianapolis; 
Arthur, Winchester, Va., and John H. 
Carney, Eau Claire, Wis, have been 
appointed to the executive committee of 
the National Association of Insurance 
Agents, it is announced by President 
O. Shaw Johnson, Clarksdale, Miss, , and 
Melvin J. Miller, Ft. Worth, Texas, Vice 
president and chairman of the executive 
committee. 

Kenneth L. Nehring, Tucson, Ariz, 
and Dana J. Lowd, Northampton, Mass,, 
had previously been elected to the ex- 
ecutive committee by the national board 
at its annual meeting in Chicago, Sep- 
tember 21. Mr. Nehring also served as 
executive committeeman by appointment 
last year. 


J. V. 


Wolff and Arthur 


Mr. Wolff, long active in National 
Association and Indiana Association ac- 
tivities, is president of the Herman C. 
Wolff Co. He entered the insurance 
agency business in 1920 and has been 
outstanding in this field. He served one 
term as vice president of the Indiana 
Association of Insurance Agents in 1943 
and two terms as president in 1944-45 
and 1945-46. He was formerly state 
national director from Indiana and 
chairman of the NATA agents’ qualifica- 
tion committee for the 1946-47 term. 

Mr. Arthur, president of the J. V, 
Arthur Agency, entered the general in- 
surance business in 1919. He has pre- 
viously served as director of the Vir- 
ginia Association of Insurance Agents 
for two years, and later as vice presi- 
dent, president and chairman of the 
board of that organization. Mr. Arthur 
has also been active in local and state 
Chamber of Commerce work. For sev- 
eral years he served as president of the 
Shenandoah Apple Blossom Festival. 


John H. Carney 


Mr. Carney is president and manager 
of Carney, Inc. He became connected 
with the insurance business in 1933, 
joining the claim department of the 
U. S. F. & G. Milwaukee office. Five 
years later he became district supervisor 
for the same company. In 1943 he en- 
tered the local agency business in Eau 
Claire. He was president of the Wis- 
consin Association in 1947-48 and is at 
present state national director from 
Wisconsin. Long active in Eau Claire 
civic affairs, Mr. Carney is currently 
chairman of the citizens’ committee and 
vice president of the local Chamber of 
Commerce. 





Escott Plan Hearing in 
N. Y. Put Off to Oct. 31 


The hearing on the Escott Plan for 
writing multiple location fire contents 
risks which was to have been held 
vesterday in New York by the New 
York Insurance Department on appeal 
by the America Fore Group from action 
of the New York Fire Insurance Rating 
Organization, has been adjourned to 
Monday, October 31. Counsel for the 
America Fore Group asked for the 
adjournment it is said. 





CAL. LICENSE DEP’T CHIEF _ 
Insurance Commissioner Wallace K. 
Downey has named T. E. Stealey as 
chief of the license department of the 
California Department of Insurance, the 
ee agg em became effective September 
Mr. Stealey has been manager of the 
Sen Francisco office of the Department 
for some time, and previous to_ being 
transferred to San Francisco had been 
associated with the Los Angeles office 
in the investigation department. 
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Glens Falls 100th Anniversary 


Century of Service Marked by Illustrated Book Recording History 


and Achievements of Company; Reverend Russell 
Mack Little Founded Stock Insurer 





President 














G. D. MEAD 


As part of its 100th anniversary cele- 


bration, the Glens Falls Insurance Co. 
has distributed to stockholders, agents 
and employes copies of a book entitled, 
“A Report on One Hundred Years” 
which, in text and in illustrations records 
the beginnings, the history and_ the 
achievements of this fine old company. 

It was in 1849 that the Reverend Rus- 
sell Mack Little walked the streets of 
the Village of Glens Falls, N. Y., in a 
successful endeavor to convince his pru- 
dent and conservative fellow citizens of 
old New England stock of the value of 
organizing a fire insurance company. 


Held Forth No Promise 

Certainly the beginnings of this group 
of insurance companies held forth no 
promise of a great future. In 1849, the 
village had but little connection with 
the outside world. It was only a few 
miles from the unexplored forests of the 
Adirondacks. Those who traveled used 
either stagecoach, canal boat or buggy. 
There was no indication that the infant 
fire insurance company, conceived and 
founded in this place far from the beaten 
paths of commerce and finance, would 
develop into a world-wide organization 
providing facilities for its agents for the 
writing of risks in the air, on the seven 
seas and across six continents. 

The original capital was largely sub- 
scribed by people in and around Glens 
Falls, much of it being provided by those 
who were active in the management. 
The strength of the company has been 
the result of the willingness of those 
early officers, directors and stockholders 
to plough back into surplus a large part 
of its earnings. 

With the passing of the years, the 
Ownership of the Glens Falls Insurance 
Co. has gradually expanded. Today there 
are almost 6,000 stockholders located in 
every state of the United States, the 
District of Columbia, Canada, Europe, 
South America, Hawaii, Bermuda and 
the West Indies: nevertheless, a large 
erntage of the stock is still held in 
Glens Falls and vicinity, many of these 
Stockholders being descendants of the 
Original investors. 


Cash Dividends Paid 


Cash dividends paid on the capital 
Stock of the Glens Falls began in 1866, 
and have been continued each year since 
then, 

The familiar trademark of the Glens 
Falls, Which is known round the world, 
‘St appeared in 1887, while the slogan 


“Old and Tried” is of earlier origin, hav- 
ing been used by the company as far 
back as January, 1872. 

The company began its operations 
amid humble surroundings. It secured a 
small, one-room, second-story office but 
when, in 1855, the landlord proposed to 
increase the annual rent from $22.75 to 
$€0, R. M. Little, then secretary and only 
active officer, promptly moved to cheaper 


quarters. 

Thrift, prudence and caution were 
dominant characteristics of Mr. Little 
and the other early executives and di- 
rectors. 


Applications for insurance were care- 
fully scrutinized and were the cause of 
much deliberation. They first came to 
the attention of Mr. Little, the secretary, 
and were then referred to the board of 
directors before they could be accepted 
and the policies written. 

Only One Loss in Chicago Fire 

When the tragic and disastrous Chi- 
cago fire occurred in 1871, the Glens 
Falls had practically no policies in force 
in Illinois. The board of directors (upon 
the recommendation of Mr. Little) had 





Executive Comm. Chairman | 








BOWDEN 


W. M. 


decided, in the previous year, to discon- 
tinue business in that state because of 
inadequate rates and the conflagration 
hazard presented in the fast- growing 
city of Chicago. Fifty-three companies 
were ruined by the raging inferno, while 
the Glens Falls paid but a single loss on 
a church. 

In 1888, Mr. Little was voted a salary 
increase from $3,000 to $3,600. Tradition 
has it that he promptly refused it, with 
the remark that no man was worth more 
than $3,C00. 

After the Boston fire in 1872, the 
Glens Falls declared its financial policy. 
It announced to its agents: “It is plainly 
our duty to be always prepared by a 
large reserved surplus to meet the worst 
emergencies and save our policyholders 
from loss in any possible contingency.” 

Came Through San Francisco Fire 

This well established principle brought 
the Glens Falls through the greatest of 
all conflagrations, the San Francisco fire, 
with capital unimpaired and with a sur- 
plus, over capital and all liabilities of 
$1,715,282, even 
$1,502,911 were paid in cash. 

Colonel John L. Cunningham joined 
the ranks of the Glens Falls in 1866. 
His prolific pen was responsible for the 
recording of much of the history of the 
company and the publicizing of it from 





though gross losses of 








Board Chairman | 











P. CRAWFORD 


coast to coast. It was he who edited 
the famous “Now and Then” which 
reached a circulation of over 20,000. The 
Colonel was a popular and prominent 
raconteur and orator, and was in great 
demand as a public speaker. He often 
addressed the National Board of Fire 
Underwriters and other gatherings of in- 
surance men. He succeeded to the presi- 
dency of the Glens Falls, upon the death 
of Mr. Little. 

Russell A. Litt'e was elected president 
upon the retirement of Colone! Cunnin~- 
ham. He and the company were both 
born in 1849, and they both had the same 
father, Russell Mack Little. The entire 
life of the new president had been snent 
in insurance. His first job with the Glens 
Falls was in 1871 when he was appointed 
special agent. Subsequently, he served 
as general agent, secretary and vice 
president. Upon his retirement from ac- 
tive duty in 1920, he had completed 49 
years with the Glens Falls. He con- 
tinued as director and member of the 


executive and finance committee until 
his death in 1922. 
West Joins as Office Boy 
It was 75 years ago, in 1874, that a 


voungster, 11 years old, joined the Glens 
Falls family as office boy, janitor, errand 
boy and general factotum, at a salary 
of $50 a year. This boy, Egbert Watson 
West, was destined to become president 
and chairman of the board. During his 
70 years with the Glens Falls, he exerted 
a tremendous influence on its policies 
and its growth. 

During his term as office boy, Esbert 
collected and destroyed. as part of his 
duties, the paper from the wastebaskets. 
Realizing that the paper thrown away 
had a high rag content and was valuable. 
he asked for the privilege of baling and 
selling it. Permission was granted, pro- 
vided this work was done before or 
after regular office hours. When it was 
discovered that the young promoter was 


making several times his salary from 
his sale of paper to the mill in South 
Glens Falls, his concession was can- 


celed and the revenue thereafter was 
turned over to the company. Tradition 
savs that voung West was not even re- 
imbursed for the paper baler which he 
purchased, although it continued to be 
used. 

In the middle eighties, Mr. West was 
sent out as special agent, but the promo- 
tion had its ironical side. His salary as 


(Continued on Page 21) 








THE 
PHOENIX-CONNECTICUT 
GROUP 
fea 


Fire 


Insurance Companies 


Che Phoenix - 
Susurance Company, Hartford, Coun. 


Fire Irwuranctbc Hartford Conn 


1850 


OUITABLE 


Fire € Marine Infurance @mpany 
PROVIDENCE, RL : 
1859 


ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 


THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 


GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 


MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


_HARTFORD 
30 Trinity Street 


CHICAGO 
Insurance Exchange 


NEW YORK 
110 William Street 


SAN FRANCISCO 
220 Montgomery Street 


MONTREAL 
485 McGill Street 





All Forms of Fire and 
Property Insurance including 


Ocean and Inland Marine 


Country-wide Brokerage Service 
7 


























Fred W. Mezey Joins 
His Brothers’ Agency 


AS VICE PRESIDENT, DIRECTOR 





Gives Added Prestige to Mezey Agency. 
Inc., of New York, Now 
15 Years Old 





Fred W. Mezey, oldest of the three 
Mezey brothers who are popular figures 
in New York insurance circles, will join 





FRED W. MEZEY 


the Mezey Agency, Inc., on October 1 
as vice president and director. Mr. 
Mezey has resigned as office manager 
of McDaniel & Co., a post he has occu- 
pied for the past three years. 

Mr. Mezey’s decision to join forces 
with his brothers, Albert and Louis, will 





LOUIS C. MEZEY 


be good news to many friends and ad- 
mirers of the “House of Mezey.” That 
they will make a fine working team is 


the consensus of opinion. Furthermore, 
the tieup will give the Mezey agency 
an added incentive to make 1949—its 





ALBERT E. MEZEY 


15th anniversary year—the biggest and 
best in its history. 

This year marks Fred Mezey’s 35th 
anniversary in the insurance business. 
He started with the brokerage firm of 
Wells & Christy in March, 1915. His 
brother, “Al” who is president of the 
Mezey agency, has 29 years’ experience 
to his credit, and “Lou,” who is vice 
president, will complete his 29th year 
of service in February, 1950. This gives 
the three brothers a total of nearly 
93 years of accumulated experience. 

24 Years With Home of N. Y. 

After a year in brokerage work, Fred 
went to work for the Home of New 
York as an office boy and spent 24 years 
with that company. He showed a flair 
for production work and was one of 
the first metropolitan special agents sent 
“on the Street” by the Home. When he 
resigned from that company in 1940 as 
assistant supervisor in its metropolitan 
N. Y. department, he joined the Nor- 
wich Union Fire as secretary in charge 
of its local department at 85 John 
Street. Seven years later he joined Mc- 


Daniel & Co. 
In addition to his ability as an insur- 
ance man Fred Mezey has acquired 


fame in insurance circles because of his 
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W. E. KEEGAN’S NEW POST 


Joins Mezey Agency, Inc., New York, 
As Inland Marine Megr.; His 
Background 
William E. Keegan will become affili- 
ated with the Mezey Agency, Inc., 84 
William Street, N. Y., as manager of its 
inland marine department, effective Oc- 

tober 1. 

Mr. Keegan, a son of the late John C. 
Keegan, vice president of the Providence 
Washington, has had a long and varied 
career in the marine and inland marine 
fields. He has been associated in various 
capacities with Chubb & Son, Albert 
Wilcox & Co. and Appleton & Cox, Inc. 
More recently he has been the marine 
department manager for the Knicker- 
bocker Agency, New York. 





hobby of remembering the _ birthdays 
and wedding anniversaries of hundreds 
of his friends and their families. A 
veteran of World War I, Mr. Mezey 
is a member of Insurance Post 1081, 
American Legion. 

Careers of Brother Al and Lou 

Al Mezey and his brother, the late 
Alexander Mezey, were the founders of 
the agency in 1934. Opening up at 16 
Court Street, Brooklyn, the agency was 
successful from the start. Its New York 
office was established early in 1937 and 
for many years has been located at 84 
William Street. 

Starting his insurance career at age 
14 with the agency firm of Darby, 
Hooper & McDaniel (now McDaniel & 
Co.) Al Mezey served successively as 
vice president of D. L. Rosston Agency 
and production manager of E. H. Driggs 
Agency before joining the Home Indem- 
nity in 1930 as production manager. He 
also had production experience with 
Royal Indemnity just prior to his entry 
into the agency ranks. Well regarded 
along William Street, he is now serving 
on the executive committee of the As- 
sociation of Local Agents of New York 
City. He is past president of the Insur- 
ance Square Club of New York and 
now on its board of directors. He also 
belongs to the Insurance Society of New 
York, Casualty & Surety Club of New 
York and Bankers Club of America. 

Brother Lou also started with Darby, 
Hooper & McDaniel but resigned to 
join the Aetna Life Affiliated Companies 
in 1923 in their New York branch office. 
His first duties with the Aetna were 
in the miscellaneous casualty department 
in both underwriting and production 
capacities. Later, while continuing his 
production work, he specialized for nine 
years in the handling of general cover 
contracts. It is also to his credit that 
during 1942 Mr. Mezey handled the war 
damage insurance for the Aetna Com- 
panies. He resigned in 1943 to join the 
Mezey agency. 

Lou is a past president of the Insur- 
ance Bowling League of New York and 
of the Aetna-Yorker Club. 

Companies Represented 

This month marks the 15th anniver- 
sary of the Mezey agency’s representa- 
tion of the Fireman’s Fund Indemnity, 
its one and only casualty company af- 
filiation. In addition the Home and 
Northern Assurance are represented for 
inland marine lines and the Home, 
Northern Assurance and the Home Fire 
& Marine for fire lines. 
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Suburban N. Y. Field Club 


Elects Exec. Committee 

The Suburban New York Field Club 
held its first meeting of the season this 
month at the Towers Hotel in Brooklyn. 
As an organizational session President 
Raymond F. Wiley, agricultural, ap- 
pointed committees for the year. Walter 
F. Ficke, vice president, is chairman of 
the public relations committee with Wil- 
liam Chandler, vice chairman. 

The following were elected to the ex- 
ecutive committee for terms of one year, 
John B. Soule, George F. Nelson, George 
E. Wood; two years, Norman S. New- 
hoff, Raymond F. Wiley, Alfred A. 
Smith; three years, Mr. Ficke, Joseph A. 
O’Brien, Arthur F. Checkett. 

Mr. Nelson, who is also regional vice 
president of the State Fire Prevention 
Association of New York, outlined plans 
for the town inspection of Babylon, 
Long Island, which was scheduled to be 
made this week. 





Mass. Brokers Rename 


Reardon for President 
The nominating committee of the In- 
surance Brokers Association of Massa- 
chusetts has named President Harriman 
A. Reardon of Boston for reelection. 
Elections are held at the annual meet- 
ing October 5. Others nominated for re- 
election are Merlin J. Ladd and John 
Liner, vice presidents. Charles H. Weber, 
Jr., is named to succeed A. O. Barker 
as third vice president and Fred H. 
Hitchcock is nominee for secretary- 
treasurer to succeed Chester A. Wear. | 
Noininees for the executive council 
are: Charles F. Bowers of Waltham, 
Herbert L. Cove, Alfred N. Miner, 
Simon Kaplan and Griswold W. Roche, 
for three-year terms; Lester H. Young, 
for two years, and Edward C. Dooley 
of Weston and Chester A. Wear, for 
one year. 
The annual luncheon meeting will be 
held at the Copley Plaza Hotel in 
Boston. 





Cosgrove and O’Connor to 


Address Mass. Agents 


Russell D. Chase of Springfield, gen- 
eral chairman of the golden anniversary 
meeting of the Massachusetts Associa- 
tion of Insurance Agents, to be held at 
the Copley Plaza Hotel in Boston, Oc- 
tober 4 and 5, reports the general pro- 
gram practically completed. 

At the opening luncheon on Tuesday, 
October 4, James G. O’Connor, editor 
and manager, Fire, Casualty and Surety 
Bulletins, will speak. At the afternoon 
session John N. Cosgrove, director of 
public relations for the American Group, 
will also talk. 

The hotel committee reports that 
rooms reserved at the Copley Plaza are 
rapidly being assigned and agents and 
company men are urged to make early 
contact directly with the hotel, to assure 
desirable accommodations. 
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g. J. Rogers Opening Own 
Inland Marine Agency 





Matar 
FRANK J. ROGERS 


Frank J. Rogers, who is a well known 
figure in local inland marine circles, has 
resigned as vice president of the Mezey 
Agency, Inc. to establish his own 
agency as of October 3 at 45 John Street, 
New York. Known as the Frank J. 
Rogers Agency, Inc., it will specialize 
in inland marine lines. The companies 
to be ‘represented by the new agency 
include the Northern Assurance, Secur- 
ity of New Haven and the Twin City 
Fite; a member of the Hartford Fire 
Group. 

Mr. Rogers has spent 21 years in the 
agency end of the inland marine busi- 
ness. He joined Hall & Henshaw in 1928 
as an office boy and successively worked 
in its loss department, inland marine 
department, and then as special agent 
in suburban New York territory. Resign- 
ing in 1940, he joined Fuller & Kern 
to organize and head its inland marine 
départment. Two years later he was 
selected by the Mezey Agency, Inc., to 
establish a similar department and was 
elected vice president of the agency at 
that time. 

Mr. Rogers has talked on numerous 
occasions before brokerage gatherings 
and lectured on the PPF line last winter 
as part of the General Brokers Associa- 
tion forum. He also appeared as a 
speaker with John C. Weghorn, presi- 
dent, Association of Local Agents of 
the City of New York, Inc. at the 
annual meeting of the Exhibitors & 
Producers Association of America. 





Earls, Makley and Frankel 
Nominated by Ohio Agents 


Three new trustees have been nomi- 
nated by the Ohio Association of Insur- 
ance Agents, Inc., according to Theodore 
M. Gray, executive secretary, Columbus, 
who announces that Thomas Earls, Cin- 
cinnati; Torrence A. Makley, Dayton, 
and Henry Frankel, Cleveland, have been 
selected by their respective districts. 

Under the Ohio regulations district 
trustees from the nine districts are 
elected by the membership-at-large at 
annual conventions. Retiring trustees in- 
clude Theodore Safford, Cincinnati; E. 

Randall, Greenville, and John W. 
Barrett, Cleveland. 


The Ohio board of trustees has ac- 
cepted the nominating committee report 
Which recommends Harold S. Bowen, 
Norwalk, as president and Charles H. 
Eichhorn, Columbus, as vice president. 
Election will be effected by a vote of 
the Ohio agents at the 52nd annual meet- 
ng to be held in Dayton, October 17 and 
8 at the Miami Hotel. 


Royal-Liverpool Opens _ 
Cafeteria for Employes 


“This cafeteria is for your exclusive 
use,” Chief Executive H. C. Conick told 
the New York staff of the Royal- 
Liverpool Group, as he cut the ribbon 
officially opening the group’s $100,000 
new employe cafeteria on September 26. 
The new cafeteria occupies 15,000 square 
feet of space on the 13th floor of the 
Royal Building at 150 William Street. 
Although it now serves 456 persons at 
one time or nearly 3,000 daily, it would 
have been made even larger, Royal- 
Liverpool officials stated, except that 
New York City Fire Department regula- 
tions prohibited it. The same regulations 
made it necessary to cut an additional 
exit staircase through steel beams and 
reinforced concrete before the new eat- 
ing place could be opened. 


The new cafeteria is attractively fur- 
nished with tan Formica top tables and 
chrome, brown leather chairs. The color 
scheme is completed with tan and red 
tiled floors, blue walls and venetian 
blinds. Soundproof ceilings and glare- 
proof lighting are also featured. 

All stainless steel equipment has been 
utilized in furnishing the kitchen and 
serving counters. In addition, the steam 
tables and counter equipment have been 
welded together to form a single massive 
unit. 


North America Wins 
“Oscar” for Annual Report 


For the fourth time—two years in 
succession—the Insurance Co. of North 
America has won the “Oscar of Indus- 
try” Award of the Financial World an- 
nual survey for its 1948 annual report 
which was judged “best in the property 
insurance business.” Similar awards had 
been won by the North America for its 
annual reports of 1944, 1945, and 1947, 
and, additionally, North America rated 
second place in 1946. The trophy will be 
presented formally to the company at 
the annual awards banquet at the Statler 
Hotel on October 31. 

Second place in the property insurance 
category went to the American Associ- 
ated Insurance Cos., St. Louis, while in 
third place was the Kansas City Fire 
and Marine. More than 4,500 corpora- 
tion annual reports were submitted in 
the survey, and these were judged in one 
hundred industrial classifications for 
“Best of Industry” Awards. 

The jury which made the final selec- 
tions was under the chairmanship of Dr. 
Lewis Haney, professor of economics at 
New York University. He was assisted 
by Dr. Glenn Griswold, publisher of 
Public Relations News; Sylvia F. Porter, 
financial editor of the New York Post; 
Elmer Walzer. United Press financial 
editor; Dr. B. Bernard Greidinger, 


Temple Observes 50 Years 
With North British Group 


Leon B, Temple, special agent at Bal- 
timore for the North British Group, 
observed the completion of 50 years of 
service with the group September 18. 
In recognition of the anniversary, United 
States Manager George H. Duxbury of 
the group honored Mr. Temple with a 
testimonial luncheon in New York, R. G. 
Harman, assistant general manager from 
the London head office and members of 
the executive staff of the United States 
branch attended the luncheon. Mr. Dux- 
bury spoke and presented Mr. Temple 
with a gift and a testimonial scroll. 

The same evening Mr. Temple was 
guest of honor at a dinner tendered by 
Middle Department associates and a rep- 
resentative number of eastern fieldmen. 
Secretary Robert T. Stewart acted as 
host, assisted by General Agent John 
J. Casey. As a token of their esteem 
Middle Department personnel, through 
Secretary Stewart, presented Mr. Tem- 
ple with a diamond-dialed gold watch 
and matching band. 





C.P.A; Paul Carlyle, typographer, and 
Peter Helck, artist. 

Weston Smith, executive vice presi- 
dent of the Financial World and orig- 
inator of the annual report surveys, will 
present the “Oscar of Industry” trophies 
at the annual awards banquet. 





YOU BE THE JUDGE AND JURY! 





The farmer is putting you in the 
position of judge and he wants a 
decision when he says — 


“In order to work separated tracts of land | have to 
drive my unregistered tractor and 
hay rake over a state highway. My 
hay rake extends over the center of 
the road. While traveling this route | 
meet an oncoming automobile which 
runs off the road and is damaged 
while trying to avoid my hay rake. 


Would my Farmer’s Comprehensive 


Personal Liability policy cover me?” 


Could you answer the question? 


Answer to the quoted question is ¢ 


Put yourself on trial. What are you doing about 
the farmers in your vicinity? Surely the farmer, who 
faces as many hazards as any other individual, is 
entitled to know about the protection he can secure 
for his family and himself. You lose much if you over- 
look this big group of prospective customers—custom- 
ers the Royal-Liverpool Group stands ready to assist 
its agents in reaching. 





tained in the Group's 


current issue of “True or False.” Your copy is available on request 


to our Advertising Department. 
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Insurance Women’s Officers and Directors 





Officers and members of board of directors of National Association of Insur- 


ance Women snapped at two-day 
week-end. 

Front row, left to right—Elizabeth 
secretary; Zora A. Wohlstein, 
Ark., second viec president; 
Topeka, Kan., first vice president ; 
retary. 

Back row—Katherine Dougherty, 
tine Buchwald, Cleveland, 
director district III; 
Tampa, Fla., director region III; 
Swenson, Sioux Falls, S. D., 
director region VIII; 


The National Association of Insurance 
Women wi ill hold its next annual meet- 
ing in the Copley Plaza Hotel, Boston, 
Tune 14-16, 1950, it was announced in 
Chicago by Miss Gladys C. Main of 
Seattle, the president, at an executive 
session of officers and directors. 

Katherine O’Brien of Boston has been 
named general chairman of arrange- 
ments. It is planned tentatively to hold 
the annual banquet the third night. 

The organization has had a large 
growth in the last year, it was reported, 
now having a total membership of over 
8,500. A goal of 10,000 by June 30, the 
end of the fiscal year, has been set. 


Columbus, O., 
Gladys C. Main, Seattle, president; 
Viola Larson, Tacoma, Wash., 


East Orange, N. J., 
director region 
Clarkie King, Coral Gables, Fla., past president; 
Emma Renk, Denver, director region VII; 
director region V; 
Gertrude Cobb, Houston, Tex., 


executive session held at Chicago over the 


Woodbury, N. J., recording 
Mary Gambill, Little Rock, 
Eleanor A. Sage, 

corresponding sec- 


DeCesari, 
treasurer; 


director region I; Chris- 
11; Edna Mae Gay, Nashville, Tenn., 
Velma Jones, 
Ellen 
Frances B. Gray, Los Angeles, 
director region VI. 


There now are 123 local associations 
affiliated with the National association, 
20 new clubs having been formed since 
June 30, 1948. 

Reports of the regional directors and 
of committees were heard, including 
those on education, by Gertrude Cobb 
of Houston; organization, by Mary Gam- 
bill, Little Rock, second vice president; 
welfare, by Edna Mae Gay of Nash- 
ville; public relations, Frances B. Gray, 
Los Angeles; public safety, Katherine 
Dougherty, East Orange, N. J.; legisla- 
tion, Ellen Swenson, Sioux Falls, S. D., 
and employment, Velma Jones, Tampa, 
Fla. 





NAIA Meeting 


(Continued from Page 16) 


associations the consequences of this ac- 
tion. 

“2 We feel that in so acting the board 
has taken action without due consider- 
ation of the results of such action, when 
apparently many members of the NAIA 
have, and use such installment payment 
methods; and apparently, with the full 
cooperation and facilities of various com- 
panies, will continue to do so. 

“3. We feel that the NAIA have 
weakened their position in public rela- 
tions by publicly opposing an insurance 
payment method that has long been avail- 
able to, and readily accepted by, the 
public. 

“4. We further feel that no company 
rating, or supervising organization, 
should, in any manner, attempt to set 
up or control any installment payment 
method, for— 

“5. We feel that the problem of the 
installment payment method is an indi- 
vidual problem between individual com- 


panies and individual agents and the 
public; and that the NAIA board of state 
directors has erred in their majority 
vote, in taking any action on this prob- 
lem.” 

Mr. Butler, who has been with the 
NAIA only since April of this year, 
has come along rapidly as a fighting 
headquarters executive. He handled the 
commission research question which had 
brought some division in NAIA ranks 
at San Francisco this Spring when nu- 
merous directors wanted some national 
agents committees clothed with the lim- 
ited power to discuss acquisition costs, 
including commissions, with company 
committees as the only practical means 
of protecting agents against unilateral 
action by companies in lowering, or rais- 
ing, commissions. 

Rather than have action taken at 
San Francisco which might deeply divide 
NAIA ranks the subject was then put 
over. This last summer Mr. Butler made 
an exhaustive study of commissions cov- 
ering many phases of the subject of 
agents’ remuneration, his paper being 
reviewed in these columns last week. 

The motion passed by the directors, 


following his presentation and expres- 
sion ef opposition by a few of those 
who opposed at San _ Francisco, is 
being hailed as a victory by both sides. 

It represents a compromise between 
views of the NAIA leaders and those 
who followed Carleton I. Fisher of Prov- 
idence, R. I. The latter argued at 
Chicago, as he has elsewhere, that all 
matters involving commissions should be 
left to the state associations and to indi- 
vidual agents, as far as the NAIA is 
concerned, as has been the practice ever 
since the national association was 
formed. 

The final wording of the NAIA state- 
ment follows : “The directors request the 
incoming administration to appoint a 
committee on commissions consisting of 
members from different parts of the 
country in order that state and regional 
conditions may be thoroughly under- 
stood, such committee to report on its 
work to this board in order to determine 
if a policy on commissions can be es- 
tablished.” 

This was acceptable to Mr. Fisher and 
those siding with him. The proponents 
see no watering down of the original 
proposal because they say that you can- 
not study a problem as broad as this 
without consultation with companv repre- 
sentatives, which is what the advocates 
wished for in the first place. 

In both the commission and _install- 
ment plan debates, Mr. Butler showed 
himself to the body of NAIA members 


as forthright, unequivocal, colorful. 
Those who have known him over the 
last decade and more, when he was 


with the New York Department and the 
North America, already have observed 
those characteristics. He doesn’t strad- 
dle an issue when he feels some solution 
is inherent for those who really wish to 
solve it. 


In his approach to problems Mr. 
Butler is sometimes aggressive, some- 
times conciliatory, always alert and 


rarely unprepared to cite his views. He 
is comparable to the smart and resource- 
ful quarterback on a football team who 
varies his offensive plays and defensive 
formations with one final objective in 
mind, namely to reach his goals fairly 
and effectively. 


John C. Stott Gets Many Honors 


The figure that towered above all 
others at Chicago, however, was John C. 
Stott, retiring NAIA president. Few 
more sincere and wholehearted demon- 
strations of genuine affection for a man 
—and his wife—have occurred in insur- 
ance agency circles than when Mr. Stott 
bowed out as chief administrative officer 
Wednesday a week ago. 

From spokemen for the association 
itself, from the national board of state 
directors, from the New York State As- 
sociation and from the full-time paid 
executive secretary-managers of state 
associations from coast to coast came 
loving tributes and valuable gifts. Aside 
from the association presentation to its 
retiring chief such gifts were not offered 
in accord with precedent. 

It is not surprising that the expressions 
of gratitude which preceded the gifts, 
coming from the hearts of those who 
presented them, deeply affected John and 
Louise Stott. For as they were moved 
then by sentiment and kindness, so had 
they in the last few years won thousands 
of friends outside of Norwich, N. Y., 
since the day in 1944 when Mr. Stott 
was chosen out of the hat, so to speak, 
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to head the New York State Association 
when the expected candidate for presj- 
dent became unavailable. 

Last week Mr. Stott was being hailed 
by agents from all parts of the country, 
including many of the generally unemo- 
tional behind-the-scene politicians in as- 
sociation ranks. as one of the most suc- 
cessful of NAIA presidents. Why js 
this? Mr. Stott is an able and fearless 
man, a leader of high principles and 
unquestioned integrity. He has given 
generously and unselfishly of his time to 
aid the cause of his fellow agents. Yet 
other presidents have been able and 
worked hard. 

Plus these standard  aualifications 
which any successful leader must possess 
Mr. Stott has, in addition, a personal 
magnetism which just naturally brings 
him friends and followers. He has that 
kindly personality that moves others to 
believe in him. Agents admire his sense 
of fair play, his willingness to see and 
understand both sides of,a controversy. 
While naturally he has positive ideas on 
matters under debate and is highly per- 
suasive when he talks he seeks to be 
objective as possible and to offer those 
who may differ with him every oppor- 
tunity to present their views. 

Unheralded at the start in New York 
a few years ago he has steadily risen 
in prestige as new opportunities for 
service to insurance were placed before 
him. He doesn’t grumble or give any 
indication that too much is being asked of 
him, even though Mrs. Stott, in a re- 
sponse to one of the gifts made to 
them, admitted in a jest that NAIA busi- 
ness took her husband from home so 
often that now and then she did wish 
= whole NAIA had never been thought 
of. 

Hardly had the convention at Chicago 
closed when it was announced that the 
General Brokers Association of the Met- 
ropolitan District in New York City has 
decided to give Mr. Stott the General 
Brokers gold medal, awarded annually 
to the person deemed to have contrib- 
uted most during the past year to the 
progress of insurance, with particular 
emphasis on accomplishments which also 
aid producers. Mr. Stott is said to be 
the first agent ever to receive this award. 


Johnson and Miller 


The new president, O. Shaw Johnson, 
also enjoys wide popularity among 
agents and company men. He is re- 
garded as a sound thinker, able and ex- 
perienced in association problems and 
one who will be a credit to the NAIA as 
a chief administrative officer. He is a 
good fighter as was amply demonstrated 
during the days he was chairman of 
the finance and future finance commit- 
tees of the association. With the as- 
sistance of Messrs. Butler and Melvin 
J. Miller of Fort Worth, Tex., the 
agents’ association again has excellent 
leadership. 

Election of Mr. Miller as vice presi- 
dent, after one of the most exciting 
election battles in years. during eS 
Walter M. Sheldon, Chicago, and J. F 
Van Vechten, Akron, Ohio, ran neck and 
neck with Mr. Miller through seven bal- 
lots, was a victory for those who do not 
favor NAIA leadership by big city pro- 
ducers. 

While Messrs, Sheldon and Van Vech- 
ten enjoy the respect and personal ad- 
miration of all who knew them they are 
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— 
associated, and particularly Mr. Shel- 
don, with metropolitan, rather than ru- 
ral problems. However, the association 
i, closely divided in its ideas on the de- 
sired mental approach to problems of its 
oficers. When Mr. Miller was elected 
vice president the vote of the directors 
was 25 for him and 23 for Mr. Sheldon. 

Behind the scenes enlisting support for 

Mr, Miller was that veteran strategist 
and agency leader, Cruger T. Smith, 
Dallas, Tex. Years ago Mr. Smith 
wielded considerable power in NATA 
ranks, but due to illness not long ago 
he dropped out of the limelight for 
awhile. Now restored to good health he 
hecame a staunch supporter of his fel- 
low Texan, Mr. Miller, as he feels the 
new vice president’s background is a bit 
more representative of NAIA member- 
ship as a whole than those of the other 
two candidates. 

Mr. Miller who is the principal 
owner of DuBoise, Rutledge & Miller, 
is a native of Texas, who has been in 
the local agency business for thirty- 
seven years. He is a graduate of Texas 
A. & M. College in civil engineering. 
After experience in fire rating bureau 
work he entered the local agency field 
and in 1919 joined his present firm. 

Mr. Miller is a past president of the 
Fort Worth Insurance Underwriters and 
has served on many committees of the 
Texas Association. He is a past presi- 
dent of the state organization and also 
past president of the Fort Worth Com- 
munity Chest, past potentate of the 
Moslah Shrine Temple and has served 
as president of the Fort Worth Cham- 
ber of Commerce. 





422 Employes of Home 
Give Blood to Red Cross 


What is termed as the largest single 
bloodmobile operation by any company 
since the inception of the American Red 
Cross civilian blood program took place 
at the Home Insurance Co. on Septem- 
ber 22, 23 and 26. The program was 
initiated by Harold V. Smith, president 
of the Home, and nurses of the Red 
Cross, at the company’s main office, 59 
Maiden Lane, New York. A total of 
422 employes, or nearly 20% of Home 
personnel signed up to donate blood, a 
record registration, the Red Cross said. 
The registration included employes of 
the Home’s main, Brooklyn and midtown 
offices. The donors gave their blood in 
a mobile unit installed in the Home’s 
main office. The large number of dona- 
tions required the Red Cross bloodmo- 
bile unit to return to the Home on three 
days, 

Praising the Home for its signal re- 
cruiting success, Brigadier General C. M. 
Walson, administrator of the Red Cross 
Blood Program, said: 

“This bloodmobile operation represents 
the most successful unit in the Civilian 
Red Cross Blood Program’s history and 
Harold V. Smith, president of the com- 
pany, is to be heartily congratulated. 
If other business firms would respond in 
a similar manner, the blood needs of 
Greater New York could be met in the 
very near future.” 


New York Women Will Meet 


The Insurance Women of New York 
will hold its first meeting of the fall 
season on Monday, October 3, at the 
executive offices of the Continental In- 
surance Co., 5:30 p.m. A buffet supper 
and social hour will follow the business 
s€Ssion., 





Royal-Liverpool 


(Continued from Page 16) 
most successful in the group’s history. 

The judges tell me,” he observed, “that 
this is quite an unusual exhibit, particu- 
larly in view of the extremely bad 
Weather conditions this year.” 

High prize winner was C. C. Waglow, 
who took 15 ribbons in the show. The 
tunners up, A. C. Hoffman and Dorothy 
Siemers, entered 12 and 11 prize exhibits 
respectively. 


General Brokers to Award 
Gold Medal to John Stott 


John C. Stott, local agent of Norwich, 
N. Y., and immediate past president of 
the National Association of Insurance 
Agents, has been selected as winner of 
the General Brokers Gold Medal Award 
for 1949, for distinguished service to the 
insurance industry. Samuel Oberman, 
president of the General Brokers Asso- 
ciation of the Metropolitan District, 
Inc., of New York, made the announce- 
ment this week. 

The award will be presented at the 
24th annual dinner of the brokers’ asso- 
ciation on Wednesday evening, October 
26, at the Hotel Astor in New York. 
Mr. Oberman said that “Mr. Stott’s 
career is distinguished by a consistent 
policy throughout his term as president 
of both the New York State and Na- 
tional Associations for closer cooperation 
of all segments of the insurance busi- 
ness.” 


Raymond A. Heins Dies 


Raymond A. Heins, fire manager of 
the Philadelphia office of the National 
Union Fire of Pittsburgh, died suddenly 
on September 25 at a hospital. He was 
stricken a few hours before at his home. 
He had spent his entire business life 
in Philadelphia and was connected with 
several insurance companies before 
joining the National Union in 1938. 
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Glens Falls 
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bookkeeper had been $1,000. When he 
was promoted, it was cut to $900. When 
he managed a dazed, “Why ?”—the sim- 
ple answer was that he was now worth 
$100 less to the company because he did 
not know anything about field work. 


Adopts Employes’ Pensions 


Probably such experiences as these 
made Mr. West sensitive to the welfare 
of the employe for it was due to his in- 
fluence that the Glens Falls was among 
the pioneer companies to adopt pensions 
for employes in 1914. He was respon- 
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sible for several plans which produced 
widespread ownership of stock of the 
Glens Falls by employes and agents, thus 
bringing them into closer relationship 
with the company. A group life insur- 
ance contract, which now includes free 
surgical operation benefits, was negoti- 
ated in 1923. To round out the program 
of employe benefits over and beyond 
the payroll, profit sharing was adopted 
in 1930 and is in existence today. 

During World War I and the years 
immediately following it, Mr, West be- 
came convinced that the disruption of 
foreign insurance markets caused by 
hostilities offered an unparalleled oppor- 
tunity to American companies. He was 
a leader in the formation of under- 
writing and reinsurance pools which to- 
day form an important part of the in- 
surance markets of the world. 

It was due to the foresight of this 
same gentleman that the Glens Falls was 
expanded into a group of companies 
writing all major classes of fire and 
casualty insurance. In 1923, the Com- 
merce Insurance Co., an Albany, N. Y., 
corporation established in 1859, was pur- 
chased. Four years later the Glens Falls 
Indemnity Co. was formed. The Glens 
Falls Investing Corp., now the Glens 
Falls Corp., was organized in 1929 as 
the fourth member of the Glens Falls 
Group. 

West Becomes Board Chairman 

With the arrival of 1928, Mr. West 
had reached the retirement age of 65. 
It was decided that he was to relinquish 
the reins as chief executive of the fire 
companies but was to continue as presi- 
dent of the Glens Falls Indemnity and 
chairman of the board. 

Frank M. Smalley, then vice president, 
was the selection for the presidency of 
the Glens Falls and the Commerce, a 
post which he held for 14 years. It was 
the steady hand of this executive which 
successfully guided the companies 
through the stormy and trying times of 
the depression and the first year of 
World War ITI. 

The year 1906 saw the hiring of an- 
other man who was to become president, 
G. Perry Crawford. Mr. Crawford was 
employed as an office boy and is the 
second man to rise from that lowly posi- 
tion to president, and later to chairman 
of the board. 

With the retirement of Mr. West from 
the presidency of the Glens Falls In- 
demnity, the mantle fell upon the shoul- 
ders of George D. Mead, then executive 
vice president. 

Bowden Becomes Chairman 

William M. Bowden was, in 1948, 
elected chairman of the board, a post 
left vacant since the death of Mr. West 
in 1944. 

Following the annual meeting in May, 
1949, Mr. Crawford was selected as 
chairman of the board of all companies 
of the Glens Falls Group. Mr. Mead be- 
came president of all companies, and Mr. 
Bowden continued as chairman of the 
executive and finance committee for the 
group. 

From a single company, which for 
years was run by one man, the Glens 
Falls Insurance Co. has developed into 
a group of companies with an annual 
payroll of $4,846,058. The premium vol- 
ume for the group at the end of 1948 was 
$43,851,280 and assets $82,720,581—proof 
that the Glens Falls has used to good 
advantage its first one hundred years. 
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Travelers Names Malloy 
Ass’t Chief Engineer 


CALLS HIM TO HOME OFFICE 





Curry Succeeds Him as Engineering 
Superintendent in New York; Greene 
Named Engineer at Hartford 


President Jesse W. Randall of the 
Travelers Insurance Cos. announces the 
appointment of George J. Malloy as 
assistant chief engineer of the Travelers 
Fire and the Charter Oak Fire Insur- 
ance Cos. 

Mr. Malloy has been superintendent 





GEORGE J. MALLOY 


of engineering for the companies in 
New York City since 1943. 

Mr. Malloy was graduated from Rhode 
Island State College in 1920 with a 
degree in mechanical engineering. Fol- 
lowing his graduation he joined the New 
Bureau and was 
organization tor 


Inspection 
with that 


England 
associated 
five years. 

He joined Travelers in 1925 as a fire 
survey engineer at Boston and came 
into the home office the following year. 
In 1928, he became senior engineer. In 
1943, Mr. Malloy was assigned to New 
York City as superintendent of engi- 
neering. 

Curry Succeeds Malloy 


Mr. Malloy will be succeeded in New 
York City by H. D. Curry. Mr. Curry 
was graduated with a degree of Bachelor 
of Science in Fire Protection Engineer- 
ing from the Illinois Institute of Tech- 
nology. Following his graduation he was 
associated with the E. I. du Pont de 
Nemours Co., at the Hanford Engineer- 
ing Works in Hanford, Washington. He 
served in the Navy as a radar instructor 
and most recently was engineer for the 
Mill Owners Mutual Fire Insurance Co. 

A second appointment to the home 
office is also announced. Robert N. 
Greene, Jr. has been engaged as an 
engineer. 

Mr. Greene was graduated from Rens- 
selaer Polytechnic Institute. His former 
association has been with the Buffalo, 
Niagara & Eastern Power Corp. of Buf- 
falo, as an engineer, and as chief engi- 
neer for Robert E. Tompkins, Inc. 

During World War II he served over- 
seas with the 343rd Engineer Regiment. 





NEW CAMDEN AGENTS’ PRES. 

The Camden County, N. J., Insurance 
Agents Association on Monday installed 
its new president, Frank B. Anderson, 
succeeding Samuel R. Worthington. In 
charge of the ceremony was J. Clarence 
Madara, immediate past president of the 
New Jersey Association. 


Underwriters Golf Association 


Holds Its 1949 Fall Tournament 


The Underwriters Golf Association 
held its 1949 Fall Tournament on Friday, 
September 23, at the Montclair Golf 
Club, Montclair, N..J. at which time a 
fine turnout of the association’s mem- 
bership and their guests participated in 
the usual schedule of events provided by 
its tournament committee. 

There was practice play in the morn- 
ing followed by luncheon, after which the 
ten events on the golf program were 
energetically contested for over the 
route of eighteen holes. Play was over 
No. 1 and No. 4 of the Montclair four 
nine-hole layout. 

In the evening dinner was served. At 
its conclusion the annual business meet- 
ing of the association was held at which 
proposed changes in the by-laws of the 
association were acted on and adopted. 
President J. E. Lewis presided and dis- 
patched business with ease, skill, and 
without any lost motion. 

New Officers 

The nominating committee for officers 
for the ensuing year made its report and 
the following were elected without op- 
position: 

President—E. L. Mulvehill, president, 
American Reserve. 

Vice president—Scott Harris, vice pres- 
ident, Joseph Froggatt & Co. 

Secretary-treasurer—Richard O. Mes- 
serole, vice president, Merchants Fire. 

Members of the governing committee 
to serve for three years: J. E. Lewis and 
Gilbert A. Dietrich, They succeeded 
Harry B. Standen and Scott Harris. 

Other members of the governing com- 
mittee are O. C. Gleiser and W. S. Hutz- 
feldt whose terms expire in 1950 and 
T. T. Grimson and J. R. Dumont, whose 
terms expire in 1951. 

Golf Tournament Winners 

Following the business session Alfred 
C. Bennett of the tournament committee 
presented the winners with their tro- 
phies. The winners were: 

18-Hole Medal Play Handicap—(Ind.) 
—R. N. Vlachos of Vlachos & Co. 

18-Hole Medal Play Low Gross Score 
(Ind.)—A. C. Bennett, attorney. 

18-Hole Medal Play Kickers Handicap 


(Ind.)—W. A. Gray of W. A. Gray & 
CG 


,0. 

18-Hole Best Ball Foursome—John J. 
Mulvehill, Corroon & Reynolds, and 
Gilbert A. Dietrich, Home of N. 

Best Net Individual Score to win leg 
on Champion Cup—R. N. Vlachos. 

President’s Prize-Low Net First Nine 
(Ind.)—C. H. Redfield, Factory Insur- 
ance Association. 

Secretary’s Prize—Low Net 
Nine (Ind.)—Daniel Mungall, 
Accident. 

18-Hole Medal Play for Guests (Ind.) 
—A. Taylor. 

Low Gross Four Par 3 Holes—A. J. 
Bucksar, New York Fire Insurance Rat- 
ing Organization. 

High Gross Four Par 3 Holes—T. D. 
McCarl, Multiple Location Service Office. 

There was spirited interest in the 
drawing for the four matched wood 
clubs. Seventy-five shares were in the 
draw. The winner was Ernest S. Win- 
ter, Merchants Fire of New York. 


Second 
General 





Buffalo Names Palmer as 
Chairman of the Board 


William Palmer has been elected chair- 
man of the board of the Buffalo Insur- 
ance Co. He succeeds the late Philip 
J. Wickser. 

Mr. Palmer has been associated with 
Buffalo Insurance since 1927, when he 
became a director. He has been vice 
chairman of the board since 1936. 





Home Transfers Hosier 


To North Carolina Field 


The Home announces that Adjuster 
Robert W. Hosier has been transferred 
to North Carolina as special agent. Mr. 
Hosier was employed February 1, 1935, 
as examiner in the eastern department 
of the company’s home office in New 
York. He will make his headquarters in 
Charlotte and be under the direct su- 
pervision of Resident Secretary J. C. 


Cook. 





ANNOUNCING — 





i The Formation as 


Specializing 








of October 3 of the 


i FRANK J. ROGERS AGENCY, INC. 
45 John Street, New York 7 
| Phone: Digby 9-1736 


in Inland Marine Lines, 


Agency will represent the following companies: 


THE NORTHERN ASSURANCE CO., LTD. 


| SECURITY INSURANCE CO. of NEW HAVEN 


Hi TWIN CITY FIRE INSURANCE COMPANY 
(Member of the Hartford Fire Group) 





this 








BARKSTEDT TO MIDDLE DEPT, 





America Fore Names Him to § 
Tebbetts; Miller Made Manager 
of General Cover Department 


Vice President William F, Dooley of 
the America Fore Insurance Group an- 
nounces that Assistant Secretary Henry 
C. Barkstedt of the fire companies of 
the group will assist Secretary J, § 
King in the administration of the Middle 
Department and the state of New Jer. | 
sey. Mr. Barkstedt assumes the position 
left vacant by the recent death of As. 
sistant Secretary Stanley W. Tebbetts, 

With America Fore for 28 years, Mr 
Barkstedt started with the Niagara logs 
department and has successively held po- 
sitions as an automobile and inland ma- 
rine underwriter and special agent for 
the fire companies. 

Since 1930 he has been associated with 
the general cover department as ex. 
aminer, assistant mananger and mana- 
ger. He was elected an assistant secre- 
tarv in 1948. 

Clinton Miller, former assistant mana- 
ger of the general cover department has 
been promoted to manager and will work 
under the supervision of Secretary De- 
Mott Belcher. 

Mr. Miller has been with the Conti- 
nental of the America Fore Group since 
1923 when he completed his _ formal 
schooling. 





—— 


en 





ACCOUNTANTS TO MEET 





Program Arranged for Three Day Gath- 
ering at Kenmore Hotel in Boston 


October 19 - 21 


The Insurance Accountants Associa- 
tion will hold its fall conference at the 
Kenmore Hotel in Boston on October 
19-21. The program for the gathering 
follows: 


October 19 


Annual message of President John 
W.. Lamble, who is associated with the 
North Star Reinsurance of New York. 

Charles F. J. Harrington, Commis- 
sioner of Insurance of Massachusetts. 

Sterling T. Tooker, secretary, person- 
nel department, Travelers, “Selection and 
Rating of Supervisory Employes.” 

Frank Lang, manager, research depart- 
ment, Association of Casualty & Surety 
Companies, “More Facts and Fewer | 
Opinions.” 





October 20 

Harry Haag, office manager, Southern 
department, Hartford Fire, “Installment 
Premium Accounting.” 

Luther L. Hansell, assistant to comp- 
troller, Royal- Liverpool Group, “The 
Evolution of Accounts Checking.” 

John Cleary, Jr., Boston Insurance 
Company, “Ocean Marine Accounting.” 

J. W. Brasie, Remington Rand repre- | 
sentative. i 

Bernard Torri, Shaw-Walker, “Office 
Planning.” 

Malcolm Johnson, Everett & Johnson, 


New York, “Federal Income Tax | 
Changes.” 
George Ladner, Security Insurance 


Company, New Haven, “Insurance Ac- 
counting—Today and Tomorrow.” 


I.B.M. representative, “Tabulating | 
Routine.” f 
October 21 

Everett Potter, National Board of Fire | 


Underwriters. 

Anthony Kerch, Resolute Insurance | 
Company, “Commercial Accounting as 
Applied to Insurance Accountings.” 

E. G. VanderFeen, National Surety, | 
“Some Notes on Accepted Practice of 
Determining Unearned Premium Reserve 
on Casualty and Surety Lines of Bus 
ness. 





ST. PAUL AGENTS ELECT 
Ernest Collingham, of the W. A. Lang, | 
agency was reelected president of the | 
Insurance Agents Association of St > 
Paul, Minn. at the annual meeting § 
September 7 at the Ryan Hotel. E. J. 
Bachman of the Bachman - Anderson 
agency was elected vice president an¢ F 
H. S. Matteson of the Cathcart & Max F 
field agency was reelected secretary: | 
treasurer, 
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a loss Several recent court decisions set 

Id po- forth well established principles of law 

ima. | which, because of their usefulness to 

it for inland marine insurance claims men, are 

reviewed in the latest bulletin of the In- 

| with land Marine Claims Association of New 

s York. These legal digests are prepared 

nana by Harold S. Daynard, chairman of the 

secre law committee, and opinions expressed 

by him are not necessarily those of all 

nana- members of the association or the com- 

rye panies they represent. Mr. Daynard is 

work past-president of the association and 

> De- well known as an independent adjuster. 

Some of these reversals of lower court 

‘onti- decisions which are reviewed by Mr. 

. Daynard again “emphasize the fact that 

ee inland marine and related law is still 

so fluid that judges dealing with it have 

| wide latitude of interpretation and un- 

| animity of opinion among them is the 
exception rather than the rule. 

“The decisions of superior courts are 

sath- held to be binding on all courts of in- 


on ferior rank within the same jurisdiction 
and though not absolutely binding on 
courts of coordinate authority nor on 


el that court itself, will be followed in the 
raher absence of strong reasons to the con- 
ering trary. 

Risk of Loss (Buyer’s or Seller’s) 

“As you may know, there are excep- 
John tions to the well known rule that upon 
. the seller's delivery of goods to a carrier, 
rk. the risk of loss in transit is transferred 
mis to the buyer. The case of Triway Co. 
s, vs. Teper, decided by the City Court of 


son- Albany, April 5, 1949, provides an illus- 





and tration of interest to the cargo claims 
adjuster. 

art “In that case the plaintiff received an 

irety order from the defendant on or about 

ewer November 7, 1946 for one gross of 

aluminum toy trucks. The order was 

on the defendant’s printed form and 

hern stated: ‘Ship via: freight. Ship when: 

nent at once.’ The trucks were shipped on 

| November 18, 1946 by Pacific Inter- 

mp- | Mountain Express, which is a motor 

‘The carrier. The defendant had not received 

them by December 2. On that date he 

ance sent a card, airmail, cancelling the order. 


Plaintiff then attempted to trace the 
pre- articles and found that there had been 
a truckdrivers’ strike and that embar- 


ffice f goes had been placed on deliveries to 

| Eastern states by the motor carrier. The 

son, | Strike was lifted December 2 and de- 
Tax liveries resumed. 

“Defendant testified that on or about 

ince December 20 an attempt was made by a 

Ac- truckman to deliver the toys to him. He 

refused to accept the toys on the ground 

ting | that they were purchased for Christmas 

sale by himself and his distributors and 

that delivery on December 20 was too 

Fire late to enable him to resell them. The 

merchandise was not marked especially 

nce for Christmas but the defendant’s testi- 

as mony is that they were purchased for 

the season. Therefore, since the goods 

ety, did not arrive for almost a month and a 

of § half from the time ordered, he had a 


rve right to cancel the order, unless the risk 

of loss was his. The question then re- 
mained as to which party must bear 
the risk of delay in delivery caused by 
hue truckdrivers’ strike here. The court 


ing, es 

the a Opinion of Court 

St. fi No citation of either authority or 
ing cme Is necessary to sustain the well- 
LE stablished rule that delivery to a carrier 
son dinarily, in sale such as this, passes 
and & the Property and the risk becomes the 


suprthag However, there are exceptions 
0 this rule. For the same reason the 
Property will not pass if the goods are 


Survey of Recent Inland Marine 


Decisions by Claims Association 


too many, or too few, or if they are sent 
at a materially different time, or by a 
different route or method of shipment, 
or under a different kind of bill of lad- 
ing or are misdirected. Williston on 
Sales, Rev. Ed., Vol. II, Sec. 278—p. 80. 
See also Hills vs. Lynch, N. Y. Super 
Ct., 3 Rob. 42; Ohio Confection Co. v. 
Eimon Mercantile Co., 154 Minn. 420, 
191 N. W. 910 31 A.L.R. 952 and Anno- 
tation. 

““Following this rule, the property in 
the trucks passed to the defendant if 
they were shipped according to his di- 
rections and he took the risk of delay, 
since there was no clause exempting 
either party from liability for strikes, 
etc., if shipped otherwise than according 
to his directions, the property remained 
in the plaintiff and the risk was his. 

“We are thus brought to the ques- 
tion of what is meant by, “Ship Via: 
Freight.” The word, “Freight” is a 
general term and has been defined in 
three different ways. It is derived from 
the Saxon, “Fracht,” and from this it 
may mean the compensation paid for 
the transportation of goods by sea, car- 
riage or land. The Main v. Williams, 
152 UU. So. 122, 14-8, Ct 486 36k. Ed. 
381, 384; Michael v. Prussian Nat. Ins. 
Co., 171 N. Y. 25, 34, 63 N. E. 810, 812. 
Black’s Law Dictionary defines it as: 
“Freight is properly the price or com- 
pensation paid for the transportation of 
goods by a carrier, at sea, from port to 
port. But the term is also used to de- 
note the hire paid for the carriage of 
goods on land from place to place (usu- 
ally by a railroad company, but not an 
express company) or on inland streams 
or lakes. The name is also applied to 
the goods or merchandise transported 
by any of the above means.” 

“‘In addition, it is used to mean the 
article itself or property or commodity 
which is carried by land. The word, 
“Freight” has been used from the 
earliest times to mean the property or 
commodity which is carried, whether it 
was that which was carried in times 
past in Conestoga wagons drawn by ox 
teams across the plains, or whether it 
was carried upon canal boats, or is car- 
ried today by airplane, or by truck as 
well as by rail. Lyman-Richey Sand & 
Gravel Co. v. State, 123 Neb. 674, 243 
N. W. 891, 893, 83 A. L. R. 1301; People 
v. Ackert, 187 Misc. 67, 63 N. Y. S. 
2d 118; Words and Phrases, Perm. Ed., 
page 680. 

Third Meaning of Freight 

“*There is also a third meaning, as 
the word “Freight” has also been used 
to signify the actual transportation from 
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one place to another. 37 C. J. S, 
Freight, page 1376; Ex parte Lockhart, 
350 Mo. 1220, 171 S. W. 2d 660, 663. 

“Which of the above meanings is 
meant in each case must depend upon 
the manner in which the parties to the 
contract intended to use’the term, the 
circumstances of each use, and the con- 
text of the particular contract. In my 
opinion the meaning intended here was 
the last one defined above—the method 
of transportation. The plaintiff inter- 
preted this as meaning by any means of 
transportation, as there was testimony 
to the effect that they ascertained the 
fastest method before making the ship- 
ment. The defendant says he meant 
transportation by rail. 

“The contract should be construed 
most strongly against him in case of 
ambiguity. There is no doubt in my 
mind but that “Freight” can mean the 
actual commodity transported by rail, 
boat, tfuck, air or other means of con- 
veyancé: However, when a buyer uses 
this term to describe a means of trans- 
portation, I think that :shipment only 
by rail is intended and that the seller 
must so construe it. There is a differ- 
ence in express and truck shipment, as 
in the former, delivery is made to the 
door, and in the latter, shipments are 
made to a depot or terminal. 

“*There is also a difference in rates 
and it seems to me that the well-ac- 
cepted meaning of “Freight” as a meth- 
od of shipment is shipment by rail. 
3aum v. Long Island Railroad, 58 Misc. 
34, 41, 42, 108 N. Y. S. 1113, 1118, 1119. 
Thus, where the plaintiff here under- 
took, eleven days after receipt of the 
order, to ship by truck, contrary to the 
defendant’s direction, he incurred the 
risk of delay or loss. The complaint is, 
therefore, dismissed.’ 

Liability of Carrier Which Also Acts 
as Warehouseman 

“When goods are received by a carrier 
which not only transport the goods to 
a place of storage, but also acts as the 
warehouseman, and some loss or dam- 
age occurs while the goods are in its 
custody, an important problem at once 
arises. The bailee, as a carrier, would 
be liable for the loss as an insurer. But 
asa warehouseman, the bailee would be 
responsible only for the consequences 
of its own carelessness. Assuming the 
time and place of loss cannot be ascer- 
tained by the owner of the goods, what 
are his rights against the bailee? 

“This question was disposed of in 
favor of the bailor in the case of Van- 
derbilt against Chelsea Fireproof Ware- 
house Storages, 80 New York Supple- 
ment 2nd. 302. Following are quotations 
from the opinion. 

““This is an action by the plaintiff to 
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recover the value of certain household 
goods which the plaintiff turned over to 
the defendant for storage in New York. 
Several weeks later, at the plaintiff's re- 
quest, the defendant acting as a carrier, 
transported the goods to the plaintiff’s 
home in Connecticut. It is, of course, 
true that there is nothing to show when 
the plaintiff's household goods were lost 
and damaged—nothing to show whether 
the loss and damage occurred while 
they were in the defendant’s possession 
first as warehouseman or later as 
carrier. 

““Tt is equally true that it is impos- 
sible from the nature of the case for 
the plaintiff to be able to present such 
proof. But there was in fact loss and 
damage. In such circumstances the lia- 
bility of the defendant, to whose care 
the plaintiff's property was entrusted, 
must be measured by the rule of abso- 
lute liability resting on a carrier rather 
than by the more favorable rule ap- 
plicable to a warehouseman. 

“*Proof of non-delivery was enough 
in the first instance to impose liability 
upon the defendant either as ware- 
houseman or carrier. But there was no 
gap in the period of time in which the 
goods were in the defendant’s posses- 
sion. There are only different rules of 
liability and if the defendant which says 
that in its capacity of carrier it tendered 
to the plaintiff all the belongings it re- 
ceived as warehouseman, wishes to 
avoid its liability as carrier for part of 
that time, it is only reasonable to ask 
it to show that the loss occurred while 
the goods were in its possession as 
warehouseman. (The Vallescura, 293 
U. S. 296, 55 S. Ct. 194, 79 L. Ed. 373; 
cf. Commercial Molasses Corp. v. New 
York Tank Barge Corp., 314 U. S. 104, 
62 S. Ct. 156, 86 L. Ed. 89.) 


Responsibility of Warehouseman 


“‘This is putting no greater burden 
on it than is imposed on any ware- 
houseman; he at least must show what 
he did with other person’s property 
while it was in his possession. Here the 
defendant should show that it had the 
goods in its possession when it assumed 
to act as carrier and in default of any 
such showing it must, with relation to 
the plaintiff be considered a carrier. The 
principle is the same as in The Valles- 
cura, 293 U. S. 296, 55 S. Ct. 194, 79 
L. Ed. 373, where damage to cargo hav- 
ing been caused partly through the ves- 
sel’s negligence and partly from a sea 
peril for which the vessel was not re- 
sponsible, the burden was on the vessel 
to show what part of the damage was 
due to sea peril, and because of its in- 
ability to do so it was liable for the full 
damage. This conclusion makes it un- 
necessary to consider the clauses in the 
warehouse receipt attempting to limit 
the defendant’s liability as warehouse- 
man.’ 

“A collateral question taken up by 
the court was one of limitation of lia- 
bility in connection with which the 
court had this to say: 

““As carrier, the defendant’s liability, 
of course, is absolute; unless it gave the 
plaintiff an opportunity to yield some of 
her rights against it by making an 
agreement of the kind permitted by the 
laws relating to the interstate trans- 
portation of goods.’” 





GRAHAM INSURANCE MANAGER 


Workman, Jordan & King, insurance 
and realty firm, Jacksonville, Fla., has 
announced appointment of John E. Gra- 
ham as manager of the insurance depart- 
ment. The firm handles all forms of 
fire and casualty insurance. 
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Long Haul Truck Rates 
Revised by Bureau 


FIRST REVISION SINCE 1940 





New Program, Effective Sept. 26, Estab- 
lishes Simplified, Improved Pro- 
cedures for Rating Such Risks 





A complete revision of the rules and 
rates for long haul truckmen, applicable 
in 41 states, Alaska and the D. of C,, 
was announced September 26 by the 
National Bureau of Casualty Underwrit- 


ers and by the Mutual Casualty Insur- 
ance Rating Bureau. The result of an 
exhaustive study by stock and mutual 


companies of present day conditions in 
the long haul trucking industry which 
affect auto liability insurance, the re- 
vision establishes simplified and im- 
proved procedures for rating such risks. 

Attention is called by the bureau that 
this is the first revision of long haul 
rates since 1940, and the new rates pro- 
vide for recognition of present day claim 
costs which have already been reflected 
in the rates for other commercial car 
risks. 

The following are the important ele- 
ments incorporated in the new program: 


Three Broad Mileage Groups 


Three broad mileage groups have been 
established which recognize limited and 
unrestricted mileage operations. 

Rates have been newly determined by 
averaging the highest rated zone and the 
lowest rated zone, “thereby giving recog- 
nition to operations in rural areas as 
well as operations in urban or heavy 
trafic areas. This change will produce 
uniform rates for all long haul risks 
operating in the same general area.” 

Cities have been rearranged accord- 
ing to high hazard, intermediate hazard 
and low hazard groups. 

The number of rating zones have been 
reduced from 9 to 4 in order to simplify 
rating processes and give recognition to 
the widespread interstate operations of 
long haul truckmen. 


50% Increase for B.I. and P.D. 


Because of the definite increase in 
the number of serious and costly claims 
reported by long haul truckmen during 
the past two years, the rates for in- 
creased limits have been increased 50% 


for both bodily injury and _ property 
damage. 
Provision is newly made for risks 


which qualify for rating on a mileage 
basis in addition to the gross receipts 
basis which has heretofore been avail- 
able. “The mileage basis of rating will 
be attractive to long haul truckmen who 
maintain their records on a mileage 
basis,” says the bureau. 

For long haul trucking risks rated un- 
der the New York premium discount 
rules revised premium discounts have 
been established to reflect the revised 
expense provisions contemplated in the 
new rates for long haul truckmen. Pre- 
mium discounts for taxis, livery and 






Claim Association Head 
25 Years With Aetna Life 


JOHN A. BLANCHFIELD 


As announced last week, John A. 
Blanchfield, assistant secretary of the 
Aetna Life Insurance Co., was elected 
president of the International Claim As- 
sociation September 21, at the conclusion 
of the organization’s three-day annual 
meeting at the Sagamore Hotel on Lake 
George in Bolton Landing, N. Y. 

Mr. Blanchfield, who was chairman of 
the association’s executive committee 
during the past year, served as chairman 
of the Eastern Life Claims Conference 
in 1946. 

A native of Hartford, Mr. Blanchfield 
observed his 25th anniversary with the 
Aetna six months ago and in May of 
this year was promoted from assistant 


secretary of the life claim division to 
assistant secretary, life department. 
Others representing the Aetna Life 


at the meeting were Stanley L. Peterson, 
superintendent of the life claim division, 
and Chauncey R. McClain, home office 
representative of the accident and health 
claim department. 





FIDELITY & DEPOSIT DIVIDEND 

The Fidelity & Deposit Co. of Mary- 
land has declared its regular quarterly 
dividend of 65 cents a share on its capi- 
tal stock, payable October 31 to stock- 
holders of record October 14. 





buses were previously developed on the 
basis of an average with the premium 
discounts for long haul truckmen. Now 
that separate discounts have been set 
up for long haul truckmen the premium 
discounts for taxis, livery and buses also 
have been revised. 





Aetna C. & S. Agency 
Meetings Get Under Way 


TO BE HELD IN 35 CITIES 





Total of 3,500 Agents to Attend Gather- 
ings; Six H. O. Executives to Be 
Chairmen; Plandex to Be Featured 


A series of agency meetings to be 
held in 35 principal cities throughout the 
United States was launched this week 
by the Aetna Casualty & Surety Co. of 
Hartford. 

Nearly 3,500 Aetna representatives are 
expected to attend the meetings, first 
two of which were held Monday, Sep- 
tember 26, in Albany, N. Y., and Bridge- 
port, Conn. The final meeting will be 
held on Friday, November 4, in San 
Francisco. 

The novel program developed for this 
year includes motion picture films spe- 
cially produced for the meetings and a 
dramatic 45-minute demonstration of the 
use of Plandex, the Aetna’s new personal 
plan for insurance risk analysis. 

Aetna home office officials who will 
serve as chairmen at one or more of 
the meetings are: Edward C. Knapp, 
secretary; L. B. Fowler, assistant secre- 
tary, and Frank W. Potter, Austin D. 
Bryan, Rudolph C. Larson and William 
A. Boone, field supervisors. 

Eight field representatives from vari- 
ous Aetna offices also will participate in 
the program. They are Alanson Crandall 
of Providence; Dexter Ford of Roches- 
ter; John W. S. Gallagher of Milwau- 
kee; ‘Robert Hart of Harrisburg; Frank 
A. Hohenadel, Jr., of Chicago; Charles 
V. Sickenger of Los Angeles; Mervin 
G. Sneath of Philadelphia, and Robert 
H. Veller of St. Louis. 


Other cities where meetings are plan- 
ned include: Rochester, Buffalo, Wheel- 
ing, Cleveland, Pittsburgh, Grand Rapids, 
Harrisburg, Detroit, Philadelphia, New- 
ark, Syracuse, Hartford, Providence, 
Washington, Richmond, Boston, Greens- 
boro, Springfield, Louisville, Orlando, 
Indianapolis, Atlanta, Chicago, Milwau- 
kee, New Orleans, Dallas, Minneapolis- 
St. Paul, St. Louis, Des Moines, Kansas 
City, Denver and Los Angeles. 





CHANGES AT ROYAL-LIVERPOOL 





Houlihan Heads Combined Fire-Casualty 
Claim Department; Black and Mc- 
Cormick Have New Duties 


Harry C. Houlihan, vice president of 
the casualty companies of the Royal- 
Liverpool Group, has been placed in ex- 
ecutive charge of the newly combined 
fire and casualty loss and claims depart- 
ment of the organization. 

Under this new arrangement, Charles 
E. Black will give executive supervision 
to the handling of all first party fire and 
casualty losses, except automobile, while 
John P. McCormick will have executive 
supervision over the handling of all third 
party fire and casualty claims, all auto- 
mobile claims and losses, and also all fi- 
delity and surety and accident and health 
claims. 

These changes are in line with Royal- 
Liverpool’s general program of integrat- 
ing and consolidating its various fire and 
casualty operations. They are consistent 
also with the combined loss and claims 
facilities which the group is establishing 
in the field. 








BOND UNDERWRITER 


Position open for experienced Bond 
Underwriter at branch office in Boston 
with old line stock company, offering 
excellent opportunity for advancement, 


Reply, stating education, experience, 
previous connections, age and salary 
expected. Reply strictly confidential, 
Address: B L c/o The Eastern Under. 
writer, 41 Maiden Lane, New York 
FANCY. 
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DINEEN APPROVES NEW RATES 





Compensation Board Files Revisions fo; : 


Member Companies; Stevedoring 
Rates Not Yet Adopted 
Robert E. Dineen, New York Super. | 
intendent of Insurance, has Fs 
the general revision of workmen’s com- § 
pensation rates which was filed by the 


Compensation Insurance Rating Board | 


on behalf of its members to become 
effective on policies with rating anni- | 
versaries dating October 1, 1949, and 
thereafter. This revision involves changes 
in rate level, classification relativity, loss 
and expense constants and minimum pre- | 
miums. The effect of the 1949 law 
amendments is reflected in the revised 
rate structure. 

The revision will result in an over-all f 
general rate reduction of 1.7% on all | 
risks except stevedoring. 

Because of the special situation as 
respects the stevedoring industry, rates | 
for the stevedoring classifications have 
not yet been adopted. Action on steve- 
doring classifications is still pending, 

The New York manual provides that 
revised rates become effective as of the 
normal anniversary rating date 
risk and that no policy may be canceled 
or rewritten for the purpose of avoiding 
this rule. 





MASS. AUTO RATES TO DROP 





Harrington Issues 1950 Tentative Sched- 
ules With Decreases From 2% to 
3% and No Young Driver Plan 
Insurance Commissioner Charles F. J. 
Harrington of Massachusetts has issued 
his tentative 1950 rates for compulsory 


automobile liability insurance in the state | 


calling for an over-all private passenger 
car rate reduction of from 2% to 3% and 
with no age and use classification plan. 
He will hold a public hearing on his 
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proposal October 10 in Boston. 


The companies had recommended a | 


decrease of approximately 144% and had | 
strongly urged 
charge higher rates for drivers under 25 
years of age. The proposed rates fol- 
lowing the usual zone system, will mean 
an over-all reduction of $600,000 in com- 
pulsory automobile premiums next year, 
Commissioner Harrington says. 

If this program prevails, 


rate reductions due to better than aver- 
age improvement in loss experience. A 
total of 28 communities will have re- 
duced rates while 18 others will have 
increases running from $1.50 to $3.20 
next year. The minimum rate paid in 
175 communities is to drop from $16.50 
to $16.20. Rates for commercial vehicles 
remain generally unchanged. 
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Hold Joint Sessions at White Sulphur 


By Wattace L. CLapp 


White Sulphur Springs, Sept. 26—The 
joint convention here of the Interna- 
tional Association of Casualty & Surety 
Underwriters and the National Associa- 
tion of Casualty & Surety Agents got 
off to a fine start today with a large 
attendance and perfect weather. Nearly 
50 companies are represented by top- 
ranking executives and the agents at- 
tending include many of the nation’s 
largest casualty-surety producers. 
Welcome was extended at this morn- 
ing’s joint meeting by Wheaton A. Wil- 
liams, Minneapolis, president of the 
agents’ organization. The agency of which 
he is vice president is Fred L. Gray 
Co, one of the oldest and best in his 
city. Mr. Williams shared the platform 
honors with Wallace Falvey, Massachu- 
setts Bonding’s chief executive, who 
heads the company association. Appro- 
priately Mr. Williams in his opening 
remarks paid tribute to Wade Fetzer, 
Sr, board chairman, W. A. Alexander 
& Co. Chicago, and Lowery D. Finley, 
Norfolk, Va., as two agency leaders here 
who had attended the very first of these 
joint conventions. Mr. Fetzer is a past 
president of the NACSA. 


Williams’ Theme Timely 
Wheaton Williams 


both company men and agents by the 
good judgment he showed in selecting 
the theme of his presidential address— 
“Conserve the Competitive System.” He 
put timely emphasis on his plea that 
insurance people should develop a re- 
newed interest in teaching the merits 
of this system. At the same time he 
urged that every decent sacrifice be 
made to prevent the destruction of the 
competitive system. Keen interest was 
also shown in his warning against the 
employment of harsh competitive meth- 
ods in the declining market. His ad- 
dress is reviewed in detail on another 
page, 

President Falvey, reporting on “The 
Status of Our Industry,” enlarged upon 
his theme of a year ago which centered 
around the financial structure of insur- 
ance companies. Among other things he 
had attacked as socialistic the McCul- 
lough report which was then up for 
consideration. Referring to this report 
today he was happy to say that the 
Proposed legislation suffered its demise 
at the Insurance Commissioners’ recent 
annual meeting in Seattle. Said Mr. 
Falvey: 


Officials’ Attitude Changes 


“T believe this was due to a changed 
attitude on’ the part of regulatory offi- 
cials and to the boldness of both agents 
and companies in frankly stating we are 
entitled to more profit in our business 
It we are to remain solvent and sell the 


made a hit with 


coverages being sought by insurance 
buyers and agents alike.” 
Sentiment among many who heard 


Mr. Falvey’s recommendation that suc- 
cessful fire and casualty companies 
should now consider an increase in the 
amount of their dividends to stockhold- 
ets was that it offered plenty of food 
for thought. His courageousness as a 





conservative New Englander in making 
such a recommendation was also com- 
mented upon. An extended review of his 
address appears on another page. 

Six stalwarts in the Insurance Com- 
missioners’ ranks were introduced to the 
convention as guests of the two asso- 


ciations, with President Falvey doing 
the honors. They were R. A. Crichton, 
newly appointed in West Virginia; 
David A. Forbes, Michigan, president 
of the NAIC; James F. Malone, Jr., 
Pennsylvania; Colonel W. Ellery Allyn, 
Connecticut, who was presented by Col. 





Platts Heads Company Association; 
Jackson Elected Vice President 


White Sulphur Springs, September 27. 
—The International Association of Casu- 
alty & Surety Underwriters today an- 
nounced the election of officers for the 


R.. Hi: PEATYS 


coming year, following a business meet- 
ing held at the Greenbrier Hotel. New 
officers elected were as follows: 

President—Ralph H. Platts, president, 
Standard Accident Insurance Co.; vice 
president—Harold P. Jackson, president, 
Bankers Indemnity Insurance Co.; chair- 
man, executive committee—Ray E. Mc- 
Ginnis, president, Central Surety & In- 
surance Corp. J. Dewey Dorsett, general 
manager, Association of Casualty and 
Surety Companies, was reelected secre- 
tary-treasurer. 

W. Worthington Smith, vice president, 
London & Lancashire Indemnity, as 
registration committee chairman, re- 
ported that 41 member companies were 
represented at this convention and that 
the total registration was 352. J. Dewey 
Dorsett, secretary-treasurer, said Inter- 
national Association’s membership now 
consists of 47 companies, seven individ- 
uals and five honorary members. His 
report as treasurer showed a_ healthy 
financial condition. In turn, Donald St. 
C. Morehead reported as chairman of 
the auditing committee. It was ap- 
proved. Only item of new business was 
acceptance of the resignation of the 





HAROLD P. JACKSON 





Globe Indemnity Co. as the Eagle-Globe- 
Royal Indemnity Cos. now have a mul- 
tiple membership in the association. 

Mr. Platts, who was elected president 
of the Standard of Detroit Group in 
1947 upon the death of Charles C. 
Bowen, has devoted his entire insurance 
life to the Standard of Detroit Group, 
having joined Standard Accident in 1912. 
Since that time, he has served it in many 
capacities and with increasingly higher 
offices and added responsibilities. 

A native of Michigan, Mr. Platts’ in- 
surance career began in the safety en- 
gineering department. Later he was as- 
signed to the underwriting departments 
and in 1920 he was made assistant super- 
intendent, liability department. Four 
years later he was appointed superin- 
tendent in charge of inspection, auditing 
and underwriting. 

In 1928, Mr. Platts entered the execu- 
tive ranks of the company as assistant 
secretary and in 1933, he was elected vice 
president in charge of underwriting and 
allied services. Later he assumed juris- 
diction over the production operations 
of the company. When the Pilot Insur- 
ance Co. of Toronto became affiliated 
with Standard Accident he became an 
officer and director of that company and 
when the Planet was organized in 1944, 
he became a vice president and director 
of it. 

Mr. Platt has represented the Stand- 
ard in a number of bureaus and associa- 
tions and has served on important com- 
mittees. 


Howard P. Dunham, American Surety 
vice president, a former Commissioner 
of Connecticut; C. F. J. Harrington, 
Massachusetts, who has served 12 years, 
and Robert E. Dineen, New York, who 
is enjoying his first visit at a casualty- 
surety joint convention here. The warmth 
of the welcome they all received was 
indicative of the convention’s pleasure 
in having insurance regulatory authori- 
ties as their guests. 


Dearborn a Newcomer 


Another newcomer was Ned H. Dear- 
born, president, National Safety Council, 
who was given this gracious welcome 
by Mr. Falvey: “It is seldom that a 
gentleman gives up the cloak of dean- 
ship to enter business as Ned Dearborn 
did when he resigned from New York 
University to become head of National 
Safety Council. We are proud to have 
him with us and I am also proud to 
be one of his trustees in NSC.” Mr. 
Dearborn was organizer and first direc- 
tor of the Center for Safety Education 
at NYU which is largely supported by 
the stock casualty companies. 

The annual convention golf tourna- 
ment was in full swing this afternoon 
with many company men and agency 
men competing for the attractive prizes. 
They will be awarded tomorrow evening 
at the banquet. Horseshoe pitching en- 
thusiasts had their own tournament un- 
der the chairmanship of Joseph F. 
Matthai, executive vice president, United 
States F. & G. The winners were Ted 
A. Long, vice president, United National 
Indemnity, and Carl Pearson, New York 
Journal of Commerce. The runners up 
were two agents—Reginald L. Price and 
Homer H. Lipps. The women’s golf and 
contract bridge tournaments also took 
place this afternoon. Tomorrow morning 
the business meetings and election of 
officers of both organizations will be 
held. Ralph H. Platts, Standard Acci- 
dent, is slated to succeed Mr. Falvey 
as president of the International Asso- 
ciation, and Holton R. Price, Jr., senior 
partner, W. H. Markham & Co., St. 
Louis, will succeed Wheaton Williams 
as president of NACSA. 





Thomas W. Earls Is Winner 

Thomas W. Earls, Earls-Blain Co., 
Cincinnati, again won the top golf prize 
which he carried away last year. It is 
the Miller Trophy, presented by Board 
Chairman Charles R. Miller of the 
Fidelity & Deposit Co. 





E. M. Allens Are Present 


E. M. Allen, retired executive vice 
president, National Surety Corp., and 
Mrs. Allen arrived Monday on their first 
convention visit here since 1941. Their 
biggest thrill was reunion with old 
friends—their most vivid impression the 
splendid interior decorating job done in 
the Greenbrier by Dorothy Draper. This 
recalls Mr. Allen’s first White Sulphur 
casualty-surety convention in 1926 at 
which he was called upon on short notice 
to respond for the agents to the address 
of Welcome. E. A. St. John, late presi- 
dent of the National Surety Co., was so 
impressed that he invited Mr. Allen to 
New York where he was asked to join 
the company as vice president. 
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Larger Dividends to Stockholders 
Urged in Wallace Falvey’s Address 


International Association President Urges Wider Distribution 
of Insurance Co. Stock; Discusses Government Partici- 
pation in Insurance; Punishment of Unfit Drivers 


White Springs, Sept. 26— 
Wallace Falvey, president of the In- 
ternational Association of Casualty & 
Surety Underwriters in addressing the 
opening session here at the Greenbrier 
today of the joint annual convention 
of companies and casualty-surety gen- 
eral agents, introduced for serious con- 
sideration the question as to whether 
the time has not arrived when_ suc- 
cessfully operated casualty companies 
should give a greater share of their in- 
come from interest, dividends and rents 
to their stockholders. Declaring that this 
subject “is vital for more concerted 
action on our part,” Mr. Falvey sounded 
this warning: “Insurance stocks can- 
not continue for long on their present 
low-yield basis and still attract the type 
of venture capital we will need perhaps 
all too soon.” 

Facing the fact that insurance shares 
from an investment standpoint are not 
at the moment as popular as he would 
like to see them, the speaker endeavored 
to analyze the situation. He mentioned 
first that “we maintain a very unique 
position in management, as we volun- 
tarily ignore the profits of our busi- 
ness in dealing with our stockholders, 
in disregarding the earnings realized 
from the underwriting of our insurance 
risks. Our dividends by and large are 
related solely to the income we derive 
from our investments, as the profit from 
our business proper, i.e., our underwrit- 
ing profit, is maintained to finance the 
future growth of the companies and to 
build up a backlog of greater equity 
for our shareholders and larger surpluses 
for our policyholders’ protection. 

“Yields, therefore, from insurance 
shares are ordinarily lower than returns 
from investment trusts or f indus- 


from 
try,” Mr. Falvey explained. 


Sees Share Owners Becoming Restless 


Mr. Falvey declared that he, as presi- 
dent of the Massachusetts Bonding—a 
conservative New England company— 
would be the last one to advocate a 
swerve away from conservatism in the 
dividend-paying policies of the casualty 
companies. At the same time, he pointed 
to evidence at hand which indicates that 
“some of our owners are becoming rest- 
less for a greater share in the income 
we receive from our investment port- 
folios.” He noted in this connection the 
strong ownership of insurance stocks 
among fiduciaries, such as universities, 
religious and charitable institutions, and 
foundations of all kinds. 

“These fiduciaries,” he said, “have a 
very substantial stake in our business 
and we are happy about it. But they, 
like everyone else, have been pressed 
for income to meet their higher costs, 
and they are hopeful that insurance will 
be able to increase dividends as industry 
has done during good years. This con- 
sideration is another one for the 
regulatory authorities to keep in mind 
in their rate-approving deliberations so 
that we will not run into an era of 
impatience and demands from without.” 

To offset the present apathy of public 
and charitable institutions toward in- 
surance equities, the speaker urged that 
there be a wider distribution of insur- 


Sulphur 


ance company stock in the hands of 
more people. 
Enlarging upon his’ subject, Mr. 


Falvey said that certain things told to 
him by managers of large trusts, founda- 
tions and banks in recent weeks have 
led him to believe that stocks of some 


highly respected fire and casualty com- 
panies might lose favor as the prime 
investments they have been for many 


years. In trying to find a reason for 
this, he said he has been driven to 
the unpleasant conclusion that “it is 


caused by the over-conservative policy 
of management with respect to payment 
of dividends.” 

The speaker then referred to his great 
veneration for the word “conservatism” 
—a tradition that is dinned into the 
ears of every New Englander from 
childhood. However, he admitted that 
there have been times in the last year 
or two when he felt that “some of us 
in the insurance business may have been 
in the process of making a hackneyed 
word out of “conservatism” and that 
frequently it has been used “as a cloak 
to conceal an unwillingness to pay out 
a fair share of our profits to the owners 
of our business.” 

In so stating Mr. Falvey said he 
realized fully that someone may point 
to his own company’s conservatism 
“since we are paying dividends equiva- 
lent to about two-thirds of our invest- 
ment income.” However, he felt that the 
determination of the amount of divi- 
dends to be paid should be predicated 
primarily on two considerations: (1) the 
amount that can be distributed after 
providing adequate capital funds for the 
protection of policyholders, and (2) the 
amount of investment income available 
for dividends. 

“The first obligation to policyholders 
obviously must be fulfilled,” said the 
speaker. “We have taken up the ‘slack 
of capacity’ during the past two years 
as a result of the abnormal growth of 
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our business. For the time being it 
seems that the rate of growth has 
leveled off but we certainly have reason 
to believe our business will continue to 
grow. Such growth may mean we shall 
come upon another period when numer- 
ous companies in our industry may find 
it necessary to increase capital funds, 
through the sale of additional stock. Such 
sales, in turn, must be based upon a 
continuing good market and popularity 
for insurance common stocks. We must 
prepare for this contingency.” 
Competition From Public Utilities 
As to the competition faced by in- 
surance companies at this time from 
an investment standpoint, Mr. Falvey’s 
opinion was that it comes from another 
regulated industry—the public utilities. 
He said: “It is now possible to buy 
shares of strong public utility companies 
yielding from 6% to 7% and the market- 
ability, as a rule, of public utilities’ 
shares is far better than that of insur- 
ance companies’ equities. It is my belief 
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insurance stocks cannot continue fae : 
long on their present low-yield basis and © 
still attract the type of venture capital | 
we will need perhaps all too soon.” 

Extent of Government in Insurance 

Mr. Falvey’s attention next turned to 
the extent to which Federal and state 
government have come into the ingyr. 
ance business, and he said: “There are 
now 12 Federal insurance agencies jy | 
operation. There are also 12 kinds of 
State insurance programs; every state 
has at least one in operation at the 
present time and most states have Sey- 
eral. This makes a total of about 175 jp 
the 48 states.” 

Of the 12 Federal programs, he con. 
tinued, nine have been established since 
1932, and of the 175 state programs 
over 100 have appeared since 1932 and 
five of them in the past five years, He 
could not state the precise amount of 
business done by these agencies because 
of incomplete reporting but said that 
“there is no question but that enormoys 
sums of money are involved. Annual 
premium or other income of the Federal 
programs apparently amounts to over 
$4 billion, and total assets of various 
Federal funds exceed $40 billion, Avail. 
able information as to total assets of | 
state funds points to some $2 billion, 

Mr. Falvey then called attention to 
1947 statements of the two Federal life 
insurance programs—United States Gov- 
ernment Life and National Service Life | 
—which show $40 billion in force and 
some $8 billion in total ledger assets, 
He also noted that the old age and 
survivors insurance program shows total | 
receipts of $1,900,000,000 for the fiscal | 
year ending June 30, 1949, and total | 
assets of over $11 billion. Assets of 66 
of the 80 state retirement funds total 
$1%% billion, he said. 

Overall Functions 

Continuing, the speaker said the func- 
tion of the various Federal and state 
insurance programs is the most im- 
portant consideration. For the Federal 
program the three over-all functions are 
as follows: 

To protect government employes 
and other groups not coming within 
state jurisdiction. 

To. provide 
time of war. 

3. To provide greater security to spe- | 
cial population groups. 

The state insurance programs also | 
have three overall functions: | 

1. To insure state against loss of pub- | 
lic property by fire, etc., and against | 
loss of funds by burglary, embezzle- 
ment, etc. 

2. To provide retirement and other 
benefits to state employes, teachers, 
judges, highway employes, etc. é 

To serve the public directly. 

“The two Federal programs in group 
one—Federal workmen’s compensation 
and the civil service retirement and dis- 
ability—have remained fairly stable over 
the past 25 or 30 years since their in- 
ception, except for liberalization from 
time to time. Those in group two were 
developed to meet special wartime needs. 
In addition to the two life insurance 
programs now in operation, a property 
insurance program, administered by the 
War Damage Corp., was abolished in 
December, 1947, and a war shipping in- 
surance program, administered by the 
War’ Shipping Administration, was 
abolished in 1946, 

“The effect of the life insurance pro- | 
grams has been not only to provide low- | 
cost insurance under extra-hazardous | 
conditions to armed forces personnel 
and vital protection to their beneficiaries, 
but it has had the additional effect of 
making many veterans insurance con- 
scious and has stimulated the buying of © 
other insurance generally. This is one | 
good side of the picture. 

“On the other hand, it is also evident 
that Government itself has become 1n- 
creasingly insurance-conscious during 
the past 15 years, and wherever a need 
for coverage has been shown, Govern- 


(Continued on Page 30) 
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Williams Coins Insurance Shibboleth— 


“Conserve the Competitive System” 


Sees No Cause for Alarm in Readjustment Period; Says Time 
Is Ripe for Insurance Business to Revitalize Its 


Courage and Pump New Blood Into Its Efforts 


White Sulphur Springs, W. Va., Sept. 
2%—-A catch phrase, or shibboleth, 
“Conserve the Competitive System,” 
for the insurance business was recom- 
mended by Wheaton A. Williams, Min- 
neapolis, president of the National As- 
sociation of Casualty & Surety Agents 
at the opening session of the joint con- 
vention of that organization and the 
International Association of Casualty & 
Surety Underwriters here today. Mr. 
Williams, whose address was the open- 
ing feature of the joint session, chose 
for his subject: “A Staunch Shibboleth.” 

Such a rally-cry for the business is 
badly needed, Mr. Williams said, and it 
lacks the vulnerability of such  shib- 
boleths as “Free Enterprise” and the 
“Capitalistic System.” He said the term 
“Free Enterprise” is a misnomer be- 
cause enterprise is not free; it is en- 
slaved with many restrictions, not only 
by Government, but by industry itself. 

Nor would the term “The Profit Sys- 
tem” be psychologically effective, he 
said, because the term is distasteful to 
many and there are those in business 
who make a satisfactory living but do 
not make a profit and so it cannot hon- 
estly be claimed that the profit system 
has made America the leading nation 
in today’s world. Declaring it is the 
competitive system which has made this 
a great country in which to live, Mr. 
Williams said: 

Law Cannot Be Repealed 

“The law of competition can never 
be repealed just as we cannot repeal 
the law of gravity. It is a law of na- 
ture. However, while it cannot be re- 
pealed, it can be stifled for temporary 
periods. Nevertheless, no matter how 
frequently it is choked, it will eventu- 
ally surge to the surface. It manifests 
itself between sexes, between creeds, be- 
tween nations and it always shows up 
as the handmaiden of the first law of 
nature, which is the law of self preser- 
vation. Inasmuch as we could not dis- 
pose of competition, even if we wanted 
to, why shouldn’t we re-establish a re- 
spect for it by openly fighting every 
effort made for its destruction? 

“During recent years many persons 
fresh out of college have been deriding 
the competitive system. They don’t like 
it They are the sob sisters and the 
soft life boys who never experienced 
the thrill of making a better mouse trap 
or designing a better insurance program. 
They prefer rigid supervision to con- 
trolled independence and collectivism to 
individualism. They would change the 
tules so that only the incompetents 
could win. Of course, if they succeeded 
in doing this, all the prizes would be 
Ooby prizes. 

“This would mean that the soft life 
boys would now and then win a prize 
under their rules. They could not live 
under the merit system. Bob Feller, 
the famous baseball player, explained 
how unsatisfactory that would be when 
he said, ‘You can’t lower the standards 
of competition without tainting the 
Prize’ The prize awarded by compe- 
tition in business is not so much the 
monetary return as the satisfaction 
gleaned from doing the job just a little 
bit better than the man who lost to you. 


Call It Jungle Law 


“Those who are opposed to the com- 
petitive system say it is the law of the 





survival of the fittest, and the law of the 
survival of the fittest is the law of the 
jungle. Our society, however, has im- 
proved on the law of the jungle and 
rules of competition have been adopted. 
No longer murder and robbery are con- 
sidered fair means of competition. As 
we have changed from an agrarian to 
an urban people, we have found it neces- 
sary to have the Government see that 
we compete fairly. Now, there are peo- 
ple who would extend the utility of 
Government to guarantee the man, who 
is unwilling to do his part, a share in 
the rewards. We must elect leaders to 
office who will not be afraid to tell the 
people that the right way to keep this 
a strong nation is the difficult way, 
while the easy way is generally not the 
right way.” 

Mr. Williams said that men in high 
places today who want the Government 
to guarantee every man security wheth- 
er he works for it or not forget that 
true happiness comes only to the man 
who sees the results of his toil and that 
the unhappy people are the indolent 
people; that to gain securitv one has to 
give up liberty. 

Forgetting that freedom and social 
security are not handmaidens comes 


WHEATON A. WILLIAMS 


about by not remembering the lessons 
learned from history, he said. Human 
nature is the same today as it was a 
thousand years ago, so it is reasonable 
to presume that experiments in human 
relations which failed years ago will 
fail when tried again. He continued: 


Must Fulfill Obligations 


“The gods of the copybook headings 
have taught us in the insurance busi- 
ness that there is no easy way to make 
a living, and that we must fulfill all 
obligations we undertake. The gods of 
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the copybook headings have taught us 
in the past that honesty is the best pol- 
icy, that we cannot get out of debt 
by spending more than we take in, nor 
by destroying industry through taxa- 
tion. We as a people have forgotten 
those lessons for the time being, and if 
we don’t soon recall them to memory, 
‘slaughter and terror will return.’ 

“Now, why should we in the insurance 
business develop a renewed interest in 
teaching the merits of the competitive 
system? It is because of the part insur- 
ance has played in making this the 
greatest nation known to history. And 
the business of insurance couldn’t make 
this claim were it not for the element 
of competition that prompted agents to 
wear out tons of shoe leather in going 
from door to door while telling people 
how they could protect their lives and 
property. For more than a _ hundred 
years agents have been competing with 
other agents in their own communities 
to make theirs the largest agency in 
town. They even enter national con- 
tests to pile up a better record than 
men who live across the nation from 
them. Men, they will never see. But the 
spirit of competition was there and the 
spirit of competition did develop in the 
United States the largest number of in- 
dividual policyholders in the history of 
any nation. 

“The owners of these policies have 
been able to purchase homes, develop 
business enterprises and thereby help 
make the United States great. They 
never could have obtained credit for 
such ventures had it not been for insur- 
ance. And many of these citizens would 
never have learned the miracles of insur- 
ance had not the competitive urge led 
an agent to their doors. 


Devise New Contracts 


“So knowing as we do the wonders 
insurance has performed, knowing as 
we do that the invigoratine influence of 
competition spurred underwriters to de- 
vise new and needed contracts, and 
knowing as we do that competition 
spurred agents into selling those con- 
tracts, we should make every decent 
sacrifice to prevent the destruction of 
the competitive system. Certainly a 
Government employe sheltered by civil 
service protection will not have the 
same incentive to toil as many hours as 
the independent agent who not only sells 
the idea of carrying insurance to the 
uninitiated, but who also holds himself 
in readiness every hour of the day and 
night to service the contracts he sells. 

“But in our efforts to preserve the 
competitive system for all industry, we 
must take care that our own house is 
in order. We must remember that we 
can’t ever have enough liberty to satisfy 
ourselves nor enough equality to satisfy 
the soft life boys. In a republic such 
as ours, when we get too much liberty 
or too much government, we have the 
wherewithal to correct such inequalities. 
We can police ourselves or use the bal- 
lot, whichever method is needed. 

“Presently we are confronted with a 
danger. During the last market short- 
age it was necessary for many com- 
panies to enlarge their capital structures. 
It is now necessary that these com- 
panies keep such capital funds em- 
ployed. A declining market is presently 
in evidence. The trend is likely to con- 
tinue downward. The temptation to em- 
ploy harsh competitive methods will 
arise. If such methods smack of ruth- 
lessness, of the law of survival, of the 
law of the jungle, let all of us beware. 
Those who would destroy the competi- 
tive system are always on the alert to 
take advantage of such errors in con- 
duct. And we must remember that state 
regulation of insurance is still on trial. 

Apply to All Branches 

“These words of warning apply to all 
branches of our business. The agent 
who demands unfair competitive meth- 
ods, the agent who seeks unjustified re- 
muneration for his services, is just as 

(Continued on Page 34) 
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Agents Elect Price and McKown; 
Cline, Stitt on Directors’ Board 


White Sulphur Springs, Sept. 27—The 


agents in their business session here 
this morning elected Holton R. Price, 
Ir, St. Louis, as president; Lyle S. 


McKown of Wirt, Wilson & Co., Minne- 
apolis, vice president; Robert E. Stitt 
and Alice Foy, both of Joyce & Co., 
Chicago, reelected respectively secretary 
and treasurer. Retiring President Wil- 
liams becomes chairman of the board of 
directors, formerly the executive com- 
mittee. 

Under the new constitution which was 
adopted the association is to be incor- 
porated as a voluntary non-profit or- 
ganization in Illinois. The constitution 
also provides for a change in the pro- 
cedure of electing officers and directors. 
Thus, E. R. Ledbetter, Oklahoma City, 
nominating committee chairman, sub- 
mitted his report today to the board of 
directors who in turn approved the new 
officers. Carl P. Daniel, St. Louis, and 
Joseph F. Hickey, St. Louis, retire from 
the board and succeeding them are Wil- 
liam T. Cline, Chicago, who was vice 
president last year, and Robert Stitt, the 
reelected secretary. Also under the new 
constitution the old conference commit- 
tee now becomes the executive commit- 
tee which will consist of the president, 
vice president, five members and five al- 
ternates who will be elected annually by 
the board of directors. 


Executive Committee Named 


The tentative executive committee 
named today consists of Wade Fetzer, 
Sr., Charles H. Burras, Wheaton A. Wil- 
liams, Holton R. Price, Jr., and Lyle S. 
McKown. 

President Price is a partner in W. H. 


Markham & Co., St. Louis, founded 
77 years ago. His connection with 
that agency dates back to 1929. He 


served for two years in a production ca- 
pacity and then joined United States 
F. & G. as assistant manager of its 
St. Louis branch. In 1941 he returned to 
the Markham agency as casualty depart- 
ment manager; won promotion to part- 
ner in 1943. He is a graduate of Wash- 
ington University in St. Louis and Col- 
orado Agricultural College, Fort Collins, 
Coio. A constructive force, Mr. Pierce 
is on the executive committee of the St. 
Louis insurance board and the Missouri 
association of insurance agents. 

The new constitution was formally 
adopted by the association “subject to 
any refinements that may be found nec- 
essary by the board of directors.” 


Williams in Swan Song 


In his swan song as president, Whea- 
ton Williams expressed appreciation for 
fine cooperation of the officers and com- 
mitteemen during the past year, and said 
that he particularly valued the friend- 
ships he has made in the association. In 
passing, he said that progress has 
been made in public relations and that 
today “the companies are paying more 
attention to their agents and are glad 
to publicize their activities and com- 


munity usefulness.” He thought the 
National Board of Fire Underwriters 
and the Association of Casualty & 


Surety Companies are both doing a good 
job along public relations lines. His 
only criticism, constructively given, was 
that the casualty and surety association 
does not give enough publicity to its 
activities and hence does not get full 
credit for its accomplishments. 

Carl P. Daniel, retiring as executive 
committee chairman, was given recog- 
nition for his fine work. 


Membership Is 437 
The association acquired 25 new mem- 





bers in the past year and now has total 
membership of 437. Its financial con- 
dition is excellent. These facts were re- 
vealed in the secretary’s annual report 
by Mr. Stitt. He also pointed to the 
nationwide automobile safety campaign 
conducted last year which put the em- 
phasis on driving courtesies, and credited 
Wheaton Williams for its origination. 
The association voted to continue its fi- 
nancial support of the American Insti- 
tute for Property & Liability Underwrit- 
ers, thus giving recognition to a fine 
cause, 

The turnout of agents at this conven- 
tion is probably the best ever with many 
new faces especially among the younger 
men. President Williams expressed re- 
gret that neither John C. Stott nor O. 
Shaw Johnson of National Association of 
Insurance Agents could accept the asso- 
ciation’s invitation to attend. However, 
George Middleton, president, National 
Association of Insurance Brokers, was 
on hand. 





Bridge Prizes for Women 

White Sulphur Springs, Sept. 27— 
Nearly 70 women participated in the 
contract bridge tournament which was 
in charge of Mrs. Howard P. Dunham, 


Cincinnati, getting the high score prize. 

The bridge prize winners follow: Mrs. 
Harold G. Evans, Reading, Pa.; Mrs. 
Holton KR. Price, Jr. St. Louts; Mrs. 
Edward M. Allen, Keswick, Va.; rs. 
Wallace Falvey, Swampscott, Mass.; 
Mrs. W. Herbert Stewart, Chicago; Mrs. 
Ben Voth, Tulsa, Okla.; Mrs. Howard 
A. Slayback, South Orange, N. J.; Mrs. 


Henry A. Brown, Greenville, S. C, 
Also, Mrs. F. Vernon Griffith, Jy 
Kansas City; Mrs. Eugene L, Miles 
Baltimore; Mrs. Louis Blossom, Chicago: 
Mrs. H. F. Witzel, Maplewood, N J. 
Mrs. Charles G. Blakely, Topeka, Kan: 


Mrs. Fred A. Moreton, Salt Lake City: 
Mrs. A. J. Johnson, Eldorado, Ark’ 
and Mrs. Cliff C. Jones, Kansas City, rf 





Some Personalities 


A. Lawrence Peirson, Jr., vice presi- 
dent, Massachusetts Bonding, and Mrs. 
Peirson observed their 20th wedding an- 
niversary at the White Sulphur -conven- 
tion and a party was given in their 
honor. 

ee ee 


Leo Ackerman, who runs his own 
agency in Miami, Fla., points with pride 
to growing trend in that state toward 
establishment of domestic fire and casu- 
alty companies. American Title of 
Miami, which wrote title insurance orig- 
inally, has branched out into fire and 
casualty fields. State Fire & Casualty, 
launched about two years ago, is making 
progress. A brand new company, called 
the Insurance Co. of Florida, is getting 
under way in the fire insurance business. 
Mr. Ackerman is here with his wife and 








New York. Canasta, the Argentine friends. 
rummy game, also was played at one ee 
table, with Mrs. Thomas W. Earls, The absence of Charles H. Burras, 
a 
Central Surety’s home 
a 
\ , office in Kansas City 
. i is conveniently located 
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to give complete serv- 
ice instantly to its 
agents, from border to 
border and from coast 
to coast. 








EASTERN DEPARTMENT 


110 WILLIAM STREET . . 


- NEW YORK 7, N. Y. 


at White Sulphur 


president of Joyce & Co., Chicago, one 
of the oldest and most faithful members 
of the National Association of Casualty 
& Surety Agents, is regretted. The en- 
couraging report is that he is progressing 
nicely in the Presbyterian Hospital, Chi- 
cago, following a recent operation. His 
daughter, Mrs. F. W. Meyers of Chicago 
is here with her husband. Joyce & Co, 
is represented by Alice M. Foy and 
Robert E. Stitt, respectively treasurer 
and secretary of NACSA. The serene 
and gracious Mrs. Charles H. Burras js 
also missed. 
* * * 

Roy Tuchbreiter, president, and Nor- 
man Hoag, vice president, Continental 
Casualty, are meeting old friends here. 
For the past two weeks Mr. Tuchbreiter 
has been attending life insurance agents’ 
meetings—those of the pyramid and 
leaders’ clubs of Continental Assurance 
of which he is also president. He is, 
however, as much at home with casualty- 
surety people as he is in life and A. & 
H. insurance circles. Asked about Con- 
tinental Casualty’s polio policy produc- 
tion he said that about 650,000 policies 
have already been sold and that 1,500 
claims have been paid. 

. <> oe ae 


Peyton Daniel, son of Carl P. Daniel, 
executive committee chairman, NACSA, 
stopped off to spend Sunday here with 
his parents. He was enroute to Univer- 
sity of Virginia where he is a senior 
and plays on the varsity soccer team. 
Upon graduation next June he will spend 
nine months in the home office of Amer- 


_ican of Newark learning the business. 


He will then enter his father’s agency, 
Daniel & Henry, St. Louis. 


* * * 


Vincent Cullen, who retired October | 
as president of National Surety Corp, 
is being greeted on all sides by com- 
pany and producer friends. His new 
plans in the insurance business will be 
announced about mid-October. 

x * x 

Frank A. Bach, president, and Jack 
Yost, retired vice president, Fidelity & 
Deposit, are here from Baltimore and 
brought greetings from Charles R. Mil- 
ler, their beloved board chairman emeri- 
tus who recently observed his 89th bith- 
day and who is at the F. & D. office 
daily. Mr. Miller is the donor of the 
championship golf cup which has been 
in competition here for years. 

* * x 

Harold V. Gilbert and Mrs. Gilbert 
of Montreal are here for their first cas- 
ualty-surety convention. He is assistant 
manager for Canada of the Guarantee 


Co. of North America which recently 


entered the United States for surety re 
insurance. Both Mr. Gilbert and his wi 
are expert skiers. They motored 






miles to reach White Sulphur Springs 





which distance was only exceeded b 
that of Joseph Kirby, vice president 
Western Surety, and Mrs. Kirby. The} 
drove 1,200 miles from Sioux Falls, S. D 
to attend. 
SE ot 4 
Largest ofthe company cocktail parties 
was given by Standard Accident, Mon# 








day evening. Ralph H. Platts, president? 









of the company and president-elect of 
the International Associations was the 
gracious host assisted by a number of 
his fellow officers. 
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White Sulphur Springs, Sept. 25—The 
© advisability of conducting a test case on 
wie countersignature laws, installment 


® state € sm 
peor e payments on term business, the 
) . e 

: American Red Cross master policy ar- 


© rangement for workmen’s compensation 
nd automobile liability insurance, the 
tt Plan for multiple location risks 
the increasingly important problem 
of the adequacy of agents’ commissions 
were discussed in turn at the round table 
> meeting here in the Greenbrier today of 
the National Association of Casualty & 
‘Surety Agents. 

cee A, Williams of Minneapolis, 


a 
| Esco 
and 


Wheaton / OF . 
president of the organization, led the 
jiscussion and participants included 


‘William T. Cline of Chicago, the vice 
president ; Gant -P. Daniel of St. Louis, 
past president and executive committee 
chairman; George W. Blossom of Chi- 
ago; J. Edward Cochran of Hagers- 
town, Md.; Cliff C. Jones of Kansas 
City, past president; Lyle S. McKown 
of Minneapolis; Holton R. Price, Jr., 
of St. Louis; Frank M. Spratlin of At- 
lanta; Ralph Howe of Richmond, and 
Iudge E. W. Sawyer of New York, 
counsel of the association. 
Countersignature Problem 

Judge Sawyer opened the discussion 
on countersignature laws by inviting the 
National Association of Casualty & 
Surety Agents to join with the National 
Association of Insurance Brokers (of 
which he is also counsel) in an investi- 
vation of the entire situation with the 
possible end in view of making a test 
case in court of a particular state law. 
If such should prove to be the joint 
decision of the two associations, Mr. 
Sawyer indicated that an agency in 
Washington, D. C., is willing to par- 
ticipate in the test case along with an 
insurance company. 

With the understanding that a pre- 
liminary investigation of the problem 
would not tie the association up in knots, 
he sentiment of NACSA members at 
meeting was to give Judge Sawyer 
the authorization to go ahead, subject 
approval of the executive com- 
Among other things attention 
s called to the fact that the United 
s Supreme Court has upheld the 
onstitutionality of the Virginia counter- 
ignature law in the case of Osborn 
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On Agents’ Board 











Bachrach 
WILLIAM T. CLINE 


Views on Current Problems Aired 
At Agents’ Round Table Meeting 


vs. Ozlin. It was also put on the record 
that a subcommittee of the National 
Association of Insurance Commissioners 
is endeavoring to draft (with the aid 
of industry) a uniform countersignature 
law. : 

It was to be expected that the subject 
of installment premium payment plans 
would come up at this meeting in view 
of the positive stand taken by the Na- 
tional Association of Insurance Agents 
in Chicago last week in opposition to 
such plans. However, today’s discussion 
was on the academic side and the casu- 
alty general agents did not reach the 
point of crystalizing their opinions on 
this controversial subject. 

Keen interest was shown in the re- 
marks by Frank M. Spratlin of Atlanta 
on a five-year plan which is being oper- 
ated successfully by his agency. 

Red Cross Master Policy Arrangement 

On the much discussed master policy 
program of the American Red Cross 
under which workmen’s compensation 
and auto liability coverage of its local 
chapters will be insured in one com- 
pany, the sentiment of the NACSA as 
indicated at today’s meeting was to go 
along with the spirit of the resolution 
adopted last week by the National Asso- 
ciation of Insurance Agents. Like the 
NAIA, the casualty general agents made 
clear their continuing loyalty to the 
American Red Cross. 

As an innovation, President Williams 
called upon representatives of the insur- 
ance press to give their sizeups of the 
Escott Plan for multiple location risk 


* Victor Montgomery, Pres. 


PACIFIC EMPLOYERS 
INSURANCE COMPANY 


business. The three reporters called upon 
did not go off the deep end in their 
comments. The agents were told that 
the America Fore Group, Loyalty Group 
and Aetna Life Affiliated Cos. plan to 
fight the Escott Plan’s adoption in New 
York and that a public hearing on the 
subject will take place this month under 
Insurance Department auspices. 

Attention was also called to the doubt 
raised by C. F. J. Harrington, Massa- 
chusetts Insurance Commissioner, as to 
the legality of the Escott Plan. The 
rumor is that a Commissioner of the 
Federal Trade Commission has requested 
Commissioner Harrington to _ furnish 
FTC with a copy of the talk which he 
recently made on the subject. Mr. Har- 
rington, who is here as a ‘guest, declined 
to make any further comments on the 
Escott Plan until it has been formally 
brought before the Massachusetts Insur- 
ance Department for consideration. 
Views on Need for Commission Increase 

The agents here spoke their minds 
freely on the need for commission in- 
creases at this time. There was some 
feeling that the NACSA should conduct 
its own survey of agency costs which 
would enable the association to back up 
its arguments with facts and figures. 
However, recognition was given to the 
costs survey conducted by the National 
Association of Insurance Agents and the 
use to which it has already been put in 
combating the trend toward reduction in 
commissions under casualty graded pre- 
mium plans. 

Although no action was taken on the 
commission situation it was evident from 
the many views expressed that the in- 
creasing overhead costs of agency opera- 
tion today point to a real need for in- 
creased expense loadings which will 
make possible the desired commission in- 
crease. 
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Executive Committee Head | 











RAY E. McGINNIS 


Mr. McGinnis, president of the Cen- 
tral Surety & Insurance Corp., Kansas 
City, was elected chairman of the ex- 
ecutive committee of the International 
Association of Casualty & Surety Under- 
writers at the White Sulphur meeting. 





Resolution Commends the 


Secretary of Defense 
White Sulphur Springs, Sept. 27—Al- 
though Secretary of Defense Louis 
Johnson, scheduled to be the banquet 
speaker tonight, was prevented by bad 
flying conditions from being here, retir- 
ing President Wallace Falvey of the 
International Association of Casualty & 
Surety Underwriters offered the follow- 
ing resolution, adopted unanimously: 
“The International Association of Cas- 
ualty & Surety Underwriters and the 
National Association of Casualty & Sure- 
ty Agents for many years have followed 
your career with ever mounting admira- 


tion. 
“We have known you as true and 
trusted friend; we have benefited by 


your wise counsel as an able attorney. 
We have hailed the high integrity of 
your citizenship, and found comfort in 
your faithful administration of public 
trust. It was inevitable that you, pos- 
sessing these qualities and abilities in 
such superior abundance, should have 
been summoned to preside over the 
Department of Defense at a time when 
its importance to our security is pre- 
eminent. 

“Pride sometimes is born of little 
things; but gratitude is the off-spring 
of effective accomplishment. So it is 
with both pride and gratitude, that we 
offer the following resolution: 

“Resolved: That the International As- 
sociation of Casualty & Surety Under- 
writers and the National Association 
of Casualty & Surety Agents, assembled 
in joint convention, at White Sulphur 
Springs, W. Va., warmly commend the 
Honorable Louis Johnson, Secretary of 
Defense, for his able and faithful admin- 
istration of the Department of Defense, 
wish him God speed in the fulfillment of 
the mission he has undertaken at great 
personal sacrifice, and pledge him their 
firm support.” 





Breakfast for Supervisors 

White Sulphur Springs, Sept. 27—A 
breakfast party in honor of the Insur- 
ance Commissioners present was a fea- 
ture of the casualty-surety joint conven- 
tion here. 
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Consider Countersignature Law Test 


C. & S. Agents Authorize Sawyer to Make Preliminary Probe; 
O’Gorman and Earls on Negotiations Committee; Berkeley 
Proposes Action on Trend Toward Socialism 


White Sulphur Springs, Sept. 25—The 
executive committee of the National As- 
sociation of Casualty & Surety Agents 
in its meeting here this evening gave 
the necessary authorization to its coun- 
sel, Judge E. W. Sawyer of New York, 
to proceed with the preliminary investi- 
gation in connection with a possible _ 








case for countersignature litigz 
subject which was presented to the 
NACSA members this morning. In the 


motion which was passed it was stipu- 
lated that Mr. Sawyer’s report is to 
be submitted to the executive committee 
for study and approval before a final 
decision is made to conduct the test 
case. A similar procedure is being used 
by the National Association of Insur- 
ance Brokers. 

It is expected that this test will center 
attention on the constitutionality of an 
arbitrary division of commissions under 
countersignature laws of about eight 
states. 


Name Negotiations Committee 


At this evening’s session the NACSA 
also selected two of its members—Wil- 
liam D. O’Gorman, Newark (a _ past 
president), and Thomas W. Earls, Cin- 
cinnati, to serve as a temporary negotia- 
tions committee which will meet soon 
with a similar committee of the Na- 
tional Association of Insurance Brokers 
for the purpose of naming a joint nego- 
tiations committee of a permanent 
nature. 

In presenting this matter Carl P. 
Daniel, St. Louis, executive committee 
chairman who presided, said that it fol- 
lows a decision reached at the NACSA 
regional meeting last spring at Colorado 
Springs. Purpose of the negotiations 
committee will be to join with other 
producer groups and to discuss with the 
companies such subjects as gradation of 
premiums and commissions, counter- 
signature laws, etc. The position taken 
is to insist upon the right of contract 
and to contest any regulation of com- 
missions by law. 
trend toward non-occupational 
cash sickness legislation was also dis- 
cussed. In bringing up this subject E. 
B. Berkeley, president, Cleveland Insur- 
ance Agency (that city), declared that 
concerted action should be taken now 
by agents’ associations to prevent the 
trend toward socialism in this country. 
Mr. Berkeley was not opposed to cash 
sickness laws but he was fearful that 


The 


unless there is great vigilance on the 
part of both agents and companies they 
will be monopolistic in nature with no 
right of private company participation. 
“Private enterprise is at stake,” he 
warned. 

Endorses Berkeley’s Position 

E. W. Sawyer endorsed Mr. Berke- 
ley’s position and urged that every effort 
be made to impress the American people 
with the fact that “We must preserve 
those things which made the United 
States a great nation.” He said a job 
of reeducation is necessary and that the 
NACSA should provide the leadership 
in this program. 

Carl Daniel and others present joined 
in the ensuing discussion and the senti- 
ment was that as far as cash sickness 
legislation is concerned, “We must try 
to preserve the writing of this business 
in states where the law is enacted by 
private companies, either exclusively or 
on a competitive basis with a state 
fund.” It was also felt that the logical 
allies of the NACSA in this effort would 
be the state associations of local agents 
as well as the state Insurance Com- 
missioners. 

Commissioner C, F. 
Massachusetts, an invited guest, was 
called upon to express his views and 
spoke off the record. He paid tribute 
to Charles H. Burras, who was absent, 
and lauded him as a constructive in- 
fluence in the business. 


J. Harrington of 








Larger Dividends 
(Continued from Page 26) 


ment that 


need. 


has been quick to supply 
Is not this our fault ?” 


Private Companies’ Responsibility 


Summarizing on this problem Mr. 
Falvey declared that if private insur- 
ance does its job and does it well, “the 


role of Government in insurance should 
be held to a minimum of interference 
in employer-employe relationships. Prop- 
erly regulated, private insurance is 
already experienced in its several fields 
and should be given the opportunity to 


prove that it can properly serve the 
needs for social and other insurances 
now being conducted by our govern- 
ments. If we should prove unequal to 
this responsibility then, naturally, the 
governments, state and Federal, would 
be required to continue such activity. 
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“The recent 


trend. 
meeting 


drivers and of 


Wind,” 
down 
Atlanta 


funds all 
gives us 
The outcorne 
at 


in 
by a 


decision 
[ruman’s fact-finding board of the steel as 
industry in suggesting pensions and re- 


~~~-\ 
When insurance performances become of them serious. “The driver, indicted, 
less than the promise, dissatisfaction en- will undoubtedly pay a heavy penalty 
sues and this dissatisfaction results in in- for his transgression, but is he solely 
creased tensions between the employer responsible for the accident?” Mr. 
and employe relationships—which are re- Falvey asked. 
ceiving so much attention today. He answered “no” for the simple 


of President reason that a driver with a record such 


his should have been barred from 
the highways long ago. In this connec- 
to be paid by the tion, he was glad to state that the cur- 


further 


emerged 


so 


to insurance regulatory authorities to co- 
operate more closely with other govern- 
ment bureaus having to do with licensing 
eliminating the unfit 
from further opportunity to drive on the 
Pointing to the recent tragic 
automobile 
authoress of 
he said that 
the 


of 
Washington 
gives us plenty of food for thought. A 
devaluation of 
vitally effect our insurance reserves 
insurance payments. 
tion of the dollar will bring about an- 
other period of inflation and unrest. We 
have already 
period of capacity, 


our 


A further devalua- 


from 


evidence of 
the so-called 
also 


rent policy of Massachusetts highway 
officials is to hunt down such repeaters 
as the one who killed Margaret Mitchell, 
“and they would have had this killer 
either in jail or ruled off the road be- 
fore such a tragedy could occur.” While 
there are other states where like action 
would have been taken, the speaker said 


dollar will 
and 


that “we know that in the entire field 
one trying of driver licensing there is much to be 
let us lend our desired. Driver licensing should go be- 


efforts to doing all we can to prevent yond possible income to a state.” 

r minimize another such period.” Expressing gratification over _ the 
Refers to Margaret Mitchell’s Death splendid manner in which _ insurance 
Before closing Mr. Falvey appealed agents have taken up this safety move- 


ment, Mr. Falvey said: “If we can only 
cause our Insurance Commissioners and 
their coordinating agencies to do all they 
can in their respective states to sponsor 
laws which will permit only the fit to 
operate our modern, high-powered cars, 
then for me this convention will mark 
a very high spot.” 


accident of 
“Gone 


she had Finally, in closing his swan song as 
streets of her company president of the convention, 
driver with a Mr. Falvey directed his last two remarks 


(Continued on Page 33) 
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7 Spaulding Speaks to N. H. Agents 
On Sales and Advertising Essentials 
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ducers; that one has to 


\. W. Spaulding, vice president, Hart- 


S ford Accident & Indemnity Co., spoke 


c on “Some Sales and Advertising Funda- 


mentals,” before the fiftieth anniversary 
convention of the New Hampshire Asso- 
ciation of Insurance Agents at Went- 


» worth by-the-sea Hotel, Portsmouth, 
© September 23-24. 


Mr. Spaulding said that all he had to 
on this subject he learned from pro- 
learn to sell 
from salesmen and how to advertise 
irom advertisers. Discussing some of 
the obvious things about selling and ad- 
vertising, he said it is obvious that suc- 
cess in building an agency is knowledge 
and that there are many ways in which 
the agent can acquire thorough knowl- 
edge of the products he sells, through 
the several educational services and 
correspondence schools available for a 
modest investment. 

Having acquired knowledge, Mr. 
Spaulding said, the agent must ask his 
prospect to buy because aside from the 
few lines required or influenced by law, 
most lines must be sold as an agent 
never will become prosperous if he de- 
pends upon “walk in” business. 


say 


Only One Recipe for Success 


Mr. Spaulding said one ot his asso- 
ciations insists that there is only one 
sure recipe for success in the production 
end of the business and that is “an un- 
comfortable desk chair and an unlimited 
budget for shoes.” He cited the cases 
of three successful agents who are sel- 
dom in their own offices and said that 
in such cases, the agency offices run 
smoothly and the inside work is handled 
by capable people. 

On the question of agency advertising, 
Mr. Spaulding referred to a state which 
had enacted a strict financial responsi- 
bility law where one agent did an excel- 
lent job of newspaper advertising fol- 
lowed up with printed matter, circulars 
and personal follow-ups. This agency 
reported success in selling over 1,000 
new automobile policies. Another agent 
in the same state in a territory with 
equal possibilities who did no adver- 
tising but felt he would “get his share 
anyway” wrote less than 80 policies. 
Still another agent in this state used 
direct-mail and newspaper advertising, 
telephone and a billboard and secured 
973 new policies with total premium of 
$42,493. 

“Obviously,” Mr. Spaulding said, “this 
Was an advertising opportunity that 
comes once in a lifetime. But I cite 
these cases to show that whereas an 
agent can personally reach a handful 
ot people a day, advertising can reach 
thousands a day. The agent who felt 
that he would ‘get his share anyway’ 
Just didn’t get it. Whereas advertising 
isnt comparable to selling, advertising 
is the only method of multiplying a 
sales message. Advertising or sales pro- 
motion involves doing something that 
makes selling easier. Sales promotion 
does just what it says: ‘Promotes sales’-— 
encourages sales. However, if the ap- 
peal is strong enough, it actually makes 
sales, . 

Skeptical of National Advertising 
“Some years ago I was pleased to 
attend a convention in the neighboring 
state of Massachusetts and here a panel 
ot agents admitted that they used to be 
a little skeptical of the value of com- 
Pany national advertising in magazines 
and other publications. ‘They were even 
a little Suspicious of the companies’ mo- 
oa this panel discussion they 

nkly admitted that their ideas were 
entirely changed and they not only 
welcomed company advertising but felt 
. was highly important for agents to 
° everything they could to make the 
Most of it locally. 

I cannot overlook the obvious im- 





portance of what I call sending some- 


Bachrach 


A. W. SPAULDING 


thing to someone. I don’t care whether 
it is a blotter or a circular or a calen- 
dar or a yearbook, or a penny postcard. 
I know a man who owns a place in the 
city, a home in the country, has two 
automobiles, and _ carries practically 
every form of insurance available. This 
gentleman told me that in the course of 
twelve months he had received just one 
communication of any kind from any in- 
surance man. That was a form letter 
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telling him that certain of his policies 
had been broadened at no cost to him 

“He appreciated that letter, but being 
a businessman familiar with sales activi- 
ties in his own line, he thought it 
strange that not even a postcard had 
been sent him in twelve months by any 
of the 30 or 40 insurance agents in the 
community. This lack of sales promo- 
tion activity was so obvious that he said 
he would have been impressed by the 
alertness of any producer who, by mail 
or in person, had attempted to contact 
him. 


Circularizes Club Members 


“Let’s look at the other side of the 
picture. Last June an agent circularized 
the members of the local country club 
with an attractive mailing piece which 
stressed the importance of a_ golfer 
carrying Comprehensive Personal Lia- 
bility. Here’s what happened—and I 
quote the agent: 

“‘That circular produced two-fold re- 
sults. We have already secured some 
twenty orders for new business and 
every one for a three-year period with 
one exception. Among those buying the 
coverage were several individuals with 
whom we had had no previous connection 
and who will make splendid clients and 
prospects for other lines. The second 
benefit to us came from the excellent 
advertising that was done for the com- 
pany and for our agency regardless of 
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the actual premiums that resulted. Many 
members of the club who already had 
the coverage told us it was an excellent 
idea to keep the membership posted 
with regard to the importance of ade- 
quate liability insurance.’ 

“T think it is fair to say that a local 
agent is not in the mail-order business— 
he is not running an insurance store— 
nor is he in the position of a lawyer 
waiting for clients, nor a doctor waiting 
for patients. He is in the insurance 
business and there are ways to conduct 
an insurance business that are peculiar 
to that business itself. If you want to 
make money, you have got to make 
sales. If you want to make sales, you 
have got to persuade people to buy 
something for which they can see no 
immediate need but which will place 
them in a position of being able to con- 
tinue to buy the things for which they 
do have an immediate need regardless 
of eventualities. No one can be more 
humble or grateful than the individual 
who has had a serious and finds 
himself covered by a policy that was 
purchased only with considerable re- 
luctance at that time. 

Has Particular Problems 

“Now granting that the selling of 
insurance through established agencies 
has its own particular problems, it has 
always seemed to me that there is one 
thing sadly lacking in connection with 
the average agency’s advertising. What 
is lacking in many, many cases is any 
sort of printed advertising or newspaper 
advertising or any other sort of adver- 
tising that is designed to sell the serv- 
ices of a particular agency. 

“You are in competition with com- 
panies that sell at lower rates because 
in many cases they pay lower commis- 
sions Or no commissions at all. You 
know all of the things you do and the 
services your perform so well to earn 
the commissions you receive for selling 
policies at standard rates. Your cus- 
tomers and prospects, however, have 
very little idea about the services they 
are paying you to render when they 
pay your commission. (After all, your 
customers do pay your commission—not 
the companies.) If I were an agent, 
I think I would have something avail- 
able, even if it were only a mimeo- 
graphed sheet of paper, listing the serv- 
ices I render so that when Bill Smith 
wants to know why he shouldn’t buy a 
cheaper policy, I could quickly say, 
‘Here, read this. Here’s why.’ 

“Most agents are called upon to render 
all kinds of services in an emergency. 
They get out of bed at one o'clock in 
the morning when a client has a fire or 
automobile accident, and so will other 
agents of your companies when your 
own customers are traveling in other 
communities and are involved in trouble 
If I were willing to get out of bed at 
one or two o'clock in the morning, I 
think I would want to let people know 
all about it. That is a service worth 
paying for. 

Should Turn Out Own Advertising 

“IT don’t have to go into a lot of de- 
tail about the things you do to earn 
your commissins, but I do want to put 
in a plea that agencies turn out some 
advertising of their own, right in their 
home towns, that will leave no doubt in 
the minds of customers and prospects 
as to the value they are receiving for 
the commission dollars they pay. 
should like to see agents stand right 
up on their hind legs and insist that 
while insurance frequently does come 
(Continued on Page 33) 


loss 














































































































Page 32 


Our 50th Year 










gl EE EEE EEE SEE 


S_ 


THE EASTERN 
UNDERWRITER 





—$———_ 





ties BY, Our 50th Year 





September 30, 194 











Advanced Rate Course 
For Insurance Society 


WILL COVER CASUALTY FIELD 


Cahill, Carlson, ie Sawyer, Acker, 
Leslie, Gentile, McCarthy and 


Graves To Be Instructors 





The School of Insurance of the Insur- 
ance Society of New York has inaugu- 
rated an advanced course in casualty 
rating. The instructors will include the 
following from the National Bureau of 
Casualty Underwriters: James M. Cahill, 
secretary; Thomas O. Carlson, actuary; 
S. M. assistant actuary; L. A. 
Sawyer, manager of the burglary and 
glass divisions, and Milton Acker, man- 
ager of the general liability division. 

William Leslie, Jr. manager of the 
special risks department of the Royal 
Indemnity Co., will assist in teaching 
this class; also William J. Gentile, as- 
sistant secretary of the Compensation 
Insurance Rating Board; Allen H. Mc- 
Carthy, assistant secretary of the Na- 
tional Automobile Underwriters Asso- 
ciation, and Clyde H. Graves, statistician 
of the Mutual Casualty Insurance 
Rating Bureau. 

Registrations Being Taken 

Two-hour sessions will be held on 
Tuesdays from 5:30 p.m. to 7:30 p.m. 
from October 11 through January 31, 
at 111 Fulton Street. Registration is 
now being taken at the office of the 
School of Insurance. Since the work is 
of an advanced nature, enrollment will 
be limited to applicants who have a 
substantial knowledge of the casualty 
business and a reasonable facility in the 
use of the manuals. 

The subject matter will include the 
principles and practical application of 
New York merit rating plans for casu- 
alty insurance, especially (1) experience 
rating plans for workmen’s compensa- 
tion, automobile liability, general lia- 
bility, burglary and glass insurance; (2) 
retrospective rating plans, including Plan 
D, for workmen’s compensation, auto- 
mobile liability, general liability, and 
boiler and machinery insurance; and (3) 
fleet rating plan for automobile physical 
damage coverages. 


MARYLAND CASUALTY CHANGES 


Ross, 





Seager Transferred to Philadelphia as 
Resident Manager; Moore Promoted 
at Buffalo Office 


David C. Seager has been appointed 
resident manager of the Philadelphia 
office of Maryland Casualty Co. effective 
October 1. Mr. Seager will report to 
H. B. Quinn, resident vice president in 
Philadelphia. 

Mr. Seager, who came with the 
Maryland in 1928 as assistant resident 
manager of the San Francisco office, has 
been resident manager of the Buffalo 
office since 1943. His appointment will 
greatly facilitate servicing the rapidly 
increasing business of the Philadelphia 
office. 

To succeed Mr. Seager, R. J. Moore, 
formerly assistant resident manager at 
Buffalo, has been appointed resident 
manager there. For 11 years Mr. Moore 
was a casualty underwriter in that of- 
fice. In 1943 he was appointed manager 
of the casualty department in Buffalo, 
and last January was promoted to as- 
sistant resident manager. 





James M. Donaldson Dies 
At Home on Long Island 


James Harvey Donaldson, 67, resident 
vice president in New York City of the 
New Amsterdam Casualty Co., died at 
his home in Forest Hills, Long Island, 
September 25. He had been a director 
of the company for many years. 

Mr. Donaldson, a native of New York, 
entered the insurance business with the 
United States Casualty Co. in 1898 and 
went with the New Amsterdam in 1904. 
Surviving are his son, James Harvey, 
a grandson, James Harvey, 3rd, and a 
sister, Isabelle M., with whom he lived. 


Three New Member Cos. 
In Casualty-Surety Ass’n 


Acceptance of three new member com- 
panies in the Association of Casualty & 
Surety Companies brings the member- 
ship of the organization to an all-time 
high. Seventy-one stock casualty-surety 
companies now comprise the association. 

The new members are the American 
Casualty of Reading, Pa. Harold G. 
Evans, president; the Inland Empire of 
Boise, Idaho, Albert D. McCumber, 
president, and the Southern Fire & 
Casualty of Knoxville, Tenn., Fenton A. 
S. Gentry, president. 


American Casualty Names 
Gustafson and Spicer 


The American Casualty Cos., Read- 
ing, Pa., announce the appointments of 
Charles A. Gustafson as manager of their 
Indianapolis office and James L. Spicer 
as resident manager of the Charleston, 
W. Va., branch office. 

Mr. Gustafson was with the Standard 
Accident Insurance Co. of Detroit for 
over 12 years and for the past eight 
years has been with the American States 
of Indianapolis. Mr. Spicer has been 
with the Fidelity & Deposit Co. and the 
New Amsterdam Casualty Insurance Co.. 
and most recently has been manager of 
the western Pennsylvania department of 
the New England Casualty Co. 


SAFE DRIVER PLAQUES GIVEN 





Governors Warren, Cal., and Bowles, 
Conn., Accept, Respectively, Superior 
and Meritorious Awards 
Warren of California 
has accepted a bronze plaque, represent- 


Governor Earl 


ing the superior award, honoring Cali- 
fornia for progress in the instruction of 
safe driving in the state’s high schools 
during the past year, and Governor Ches- 
ter Bowles has received the remitorious 
award for Connecticut. 

The California award was presented 
to Governor Warren at Sacramento, 
September 26 by Marland K. Strasser, 
educational director of the accident pre- 
vention department of the Association 
of Casualty & Surety Companies, New 
York. Also present was Perry Taft, 
manager of the Pacific Coast office of 
the association. In qualifying for the 
superior award, California now offers 
courses in safe driving in 73% of its 
schools, with more than 75% of eligible 
secondary students enrolled. 

Presentation of the Connecticut award, 
at Hartford, September 23, was made by 
Julien H. Harvey, manager of the asso- 
ciation’s accident prevention department. 
In qualifying for the meritorious award, 
Connecticut offered courses in safe driv- 
ing in 56 of its 160 high schools during 
the past academic year, with almost half 
of its 17,789 eligible students enrolled. 
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When you call back on a merchant covered by a 
Liability Policy that you sold him, and under which 
a Claim has been made... are you welcome? Was 
the claim handled in a prompt and friendly 
fashion? Did your client retain the good will of 


All legitimate claims covered by Manufacturers 
Liability Policies are settled promptly and care- 
fully. Sell Manufacturers, and there will be no 
need to “throw in your hat.” You know you'll be 


MANUFACTURERS 


Casualty Insurance Co. 
1617 Pennsylvania Boulevard 
PHILADELPHIA, PA. 


W. STANLEY KITE, Presiden 





PROMULGATES N. H. RULES 





National Bureau Announces Auto Pre. 
mium Discount Rules There Simila, | 
to New York Program 4 


The National Bureau of Casualty Un. ‘ 
derwriters has promulgated  premiyn| 
discount rules which apply to automobil; 
liability insurance in New Hampshire 
for standard premiums in excess of 
$1,000 per annum, applicable to all poj.l 
cies written to become effective on 4} 
after October 15, 1949. Provision has alg, 
been made under the program for the 
permissive application of premium djs. 
counts to outstanding policies effective” 
prior to that date. : 

The New Hampshire premium js.) 
count program is very similar to tha! 
currently in effect in New York. Under 
the New Hampshire program, premium! 
discounts are applicable only to the auto.! 
mobile liability premium, but the pre. 
mium for other third party liability ip. 
surance may be taken into account in) 
determining the premium discount per.) 
centage applicable to the New Hamp. 
shire automobile liability standard pre./ 
mium, The program is available for ap-| 
plication on an interstate basis. 

Premium discount tables showing the! 
premium discounts applicable according) 
to the aggregate amount of standarj” 
premium have been printed. é 

The bureau also announced amended) 
retrospective rating procedures applica-” 
ble to automobile liability insurance jn” 
New Hampshire which are available on 
an optional basis for any risk for which 
the standard premium to be developed 
for retrospective rating is expected to 
be at least $5,000 per year. Producers) 
may obtain the details of such retrospec-) 
tive rating procedures from their =y 





ate 





panies. 





INSTITUTE ISSUES BOOKLET | 


Rules Governing Candidates for CPCU 
Designation Unchanged; Directory 
To Be Printed Separately 


The 1949-1950 announcement of the 
American Institute for Property and 
Liability Underwriters, Inc., has just 
been released for distribution. 

The rules governing candidates for the) 
CPCU designation remain the same 4] 
in the 1948-1949 edition, although some” 
changes have been made in the sug-7 


gested reading list. : 








tre 


A statistical summary of examination) 
results has been shown for the entire? 


y 


period the institute has been in opera 
tion. On account of its increased siz 
the directory of CPCU’s, formerly in 
cluded in the announcement, will bey 
printed as a separate booklet. 












INDEPENDENTS LOWER RATES 





Auto Writers, Members of Illinois Bu: 
reau, Get Department’s Approval 
of Off Manual Schedule 


Independent casualty companies writ) 
ing automobile insurance which arth 
members of the Illinois Bureau of Cast-F 
alty Insurers have had approved by the} 
Illinois Department a schedule of rates) 
which represents a reduction of from 5% H 
to 15% in the state. i 

There is a reduction of 15% on com) 
prehensive and fire and theft insuranct® 
on cars throughout Illinois, and on col 
lision the reduction is 10% downstatt® 
and 5% in the Chicago metropolitat 
area. There has been introduced a mile 
age—age of driver factor which seeks t 
underwrite the risk represented by ol 
cars and younger drivers—specificall) > 
those under 25 years of age. - 

Collision rates are cut 10% on the A: 
and A-2 classes downstate and 5% "§ 
Chicago. i: 

The reductions apply to new _policit 
effective October 1 and to renewals # 
of October 15. : 

Minimum premium for comprehenstt 
coverage has been reduced from $8 
$7 and for fire, theft and miscellaneot 
coverages from $7 to $6. 
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Hershey Urges More 
Attention to Claims 


ADDRESSES CHICAGO ASS’N 





Illinois Insurance Director Stresses Im- 
portance of Properly Trained Agents 
as Solution of Problem 





Harry B. Hershey, Illinois Director of 
Insurance, Was guest speaker at the 
opening fall meeting of the Chicago As- 
sociation of Accident & Health Under- 
writers and he urged in a constructive 
talk that more attention should be given 
by A. & H. companies to the payment 
of claims. Mr. Hershey recognized that 
the companies cannot pay all the claims 
fled with them and he does not expect 
them to pay all. However, he said that 
the Illinois Insurance Department gets 
too many complaints regarding claims 
and even where the claim is unjustified 
the companies receive a black eye. 

Perhaps one fault is that the public 
relies too much on what the agent says 
instead of what is in the contract. In 
this connection the speaker maintained 
that A. & H. insurance can only be 
successfully sold with the complete co- 
operation of the agent, underwriter and 
claim man. 

Director Hershey emphasized that his 
statements were in a spirit of helpful- 
ness and not criticism but said that it 
is important that agents be properly 
trained so that they do not misrepresent 
the policies 

The accident and health business has 
grown so fast and become so big that 
there has not been time to solve all the 
problems. Mr. Hershey-cited the premium 
volume growth in Illinois and criticized 
the fact that the claim ratio was so 
low on non-employe benefit accident and 
health insurance business. 

The speaker felt that the insurance 
companies should pay considerable atten- 
tion to improving the service so as to 
eradicate the idea of the government 
taking over. He reported that all the 
Insurance Commissioners with whom he 
has had contact are imbued with the 
idea of making state supervision work. 

Mr. Hershey was introduced by R. J. 
Wetterlund, vice president and general 
counsel, Washington National. John C. 
Campbell, manager, Provident Life & 
Accident, president of the Chicago asso- 
ciation, presided. He announced that Dr. 
Ralph R. Filson, medical director of the 
Travelers, will speak at the next meeting 
on October 13. 





Larger Dividends 


(Continued from Page 30) 


to the Insurance Commissioners attend- 
ing as guests, and “to our agents who 
are more essential to us than vice presi- 
dents—we can control the V.P.’s but not 
the Commissioners or agents.” He sug- 
gested: 

“Commissioners—‘Give us this day our 
daily bread’—by which I mean do not 
fear to state openly that the insurance 
business has a proud record but it must 
depend on the free enterprise system 
which means profit. Be less prone to 
order reduced rates immediately upon 
a flood tide toward profit. Let us take 
up a little of the slack tide of a period 
of profit so that we may better combat 
the hurricane flow tides of loss, and 
may better measure the mean tides of 
any business cycle. 

‘And to our friends the agents—I can 
quote nothing better than a message 
to our producers by my beloved and 
honorable sire, written in our house 
Organ over 25 years ago. He said, and 

quote : 

Competitors we may be, one com- 
Pany with another and agent against 
agent, but the competition should be 
Purely on a basis of service—not on 
Price. The company whose protection 
Cannot be sold on its merits alone must 
be lacking, and the agent who cannot 
sell except by underbidding competitors 
can hardly measure up as an insurance 
Counsellor and expert in this line.’” 


N. Y. SURETY MANAGERS MEET 





Henry Presides at First Fall Session; 
Members Preview Underwriting 
and Legislative Problems 


A preview of business problems con- 
fronting the fidelity-surety business was 
afforded members of the Surety Mana- 
gers Association of the City of New York 
at the opening fall meeting of that asso- 
ciation on September 26 at the Drug and 
Chemical Club, New York. The agenda 
was devoted to consideration of, under- 
writing and legislative developments 
which are assuming increasing signifi- 
cance. 

Resolutions were adopted memorializ- 
ing two recently deceased honorary 
members of the managers’ association: 
Captain Thomas P. Murphy, retired 
manager of the Globe Indemnity Co.’s 
New York metropolitan bonding depart- 
ment, and Edward B. Southworth, re- 
tired manager of the fidelity and surety 
department of the New York office of 
the Aetna Casualty & Surety Co. 

James R. Henry, Travelers Indemnity 
Co., vice president of the managers’ as- 
sociation, presided in the absence of 
Thomas J. Hall, Employers’ Group, as- 
sociation president. 
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A member of the staff of the Bronx 
Park Zoo in New York told us recently 
that the hide of an elephant weighs 
more than a ton—but we think he was 
just working the skin game on us. 

* * * 


One of our friends returned from 
Washington three days late and blamed 
it on the fact that someone had hung 
one of those “Please Do Not Disturb” 
signs on his hotel door. 

* * * 


Folks hereabouts are speaking about 
the fine column Dr. Wesley (Provident 
Mutual Home Office) Gadd turned out 
in this space two weeks ago. Take a 
bow, Wes.—(Advt.) 


* * * 


Ralph T. (Curtis School of Printed 
Salesmanship, Tulsa): Curtis is telling 
the story about the woman who tells 
her husband that the woman next door 
has a new hat just like her own. Hubby 
says: “Now, I suppose you want me to 
buy you another one.” And the wife 
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Operating in New York Stote os (American) Lumbermens Mutual Casvalty Company of Illinois 
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Brief testimonials from satisfied policyholders, 
combined with candid camera shots of the clients 
on the job or in their homes, are used by 
Lumbermens in its new series of ads which 
started September 26 in the Saturday Evening Post. 
Titled Why I look to Lumbermens for Our Personal 

(or Business) Security, each ad features advantages 
of looking to Lumbermens agents for all types of 
casualty coverage. The ad also offers a free 
booklet, For Your Personal (or Business) Security. 
When one of the 15 million Post readers 

requests a booklet, it is mailed from the home office, 
and the prospect’s name is sent 

immediately to the local Lumbermens 
representative for follow up. 

A complete program of tie-in 

merchandising aids is designed to identify 

the local representative with these 

hard-selling national advertisements. 

Nothing is left to chance. The entire campaign 
is as soundly built as the company it represents. 


LumbermenS 1M U7 yey 


James S. Kemper, Chairman 4. G. 





replies: “Well, dear, it would be cheaper 
than moving.” 
* * 

Beauty Note. It isn’t hard to please 
a woman, if you can get her to make 
up her mind what it is that she wants. 

* * * 


Don Marquis once gave us a good 
reason for carrying adequate accident 
insurance when he said that some peo- 
ple are so unlucky, they meet with acci- 
dents that started out to happen to 
someone else. Don omitted to add that 
there once was a chap who was bumped 
by an automobile while bending over 
to pick up a lucky horse shoe. Better 
increase that weekly indemnity now— 
while you think of it. 

* * x 

Speaking of accident insurance, John 
Ee GAro ee underwriter with New 
Amsterdam Casualty Co.) Scheuing re- 
cently said: “A man’s income is like 
his shadow—it stops when he does.” 

* * * 


Our hat is off to the West Park Pres- 
byterian Church in New York City on 
whose sidewalk bulletin board there re- 
cently appeared this poem: 

Every time I pass a church 
I stop to pay a visit, 
So when they carry me away 
The Lord won’t say “Who is it?” 
* * * 

An economic illiterate is a man who 

cannot make proper use of his money. 
* ok * 

And speaking of money, the Wall 
Street Journal once said: “In the dic- 
tionary ‘invest’ comes before ‘investigate’ 
—but in practice, reverse the order.” 

* * * 


Figuratively speaking, statisticians can 
figure the time lost in business opera- 
tions—but they never seem to figure the 
time wasted in figuring statistics. 


—MERVIN L. LANE. 


Sales Essentials 
(Continued from Page 31) 


at lower cost, you can’t get any more 
protection or any better service than 
from a first-class local agency selling a 
quality product. 

“IT should even like to see agencies 
prepare advertising that featured spe- 
cial services they were prepared to rend- 
er—things that they did or were willing 
to do that might give them a little edge 
over their competitors. Such advertis- 
ing doesn’t have to be destructive. It 
doesn’t have to knock. After all, there 
is a difference in the service rendered 
by agencies. There is a difference in the 
convenience of their location. There is 
a difference in the training and experi- 
ence of their personnel—etc. Don’t hide 
your light under a bushel. 

“My subject was, ‘Some Sales and 
Advertising Fundamentals.’ What have 
I said? 

“You can’t sell without adequate 
knowledge of the product you are sell- 
ing; having adequate knowledge, you 
must ask people to buy the coverages 
they need; as you see prospects, you 
make friends. The more friends you 
make, the more business you get; ad- 
vertising multiplies your sales efforts; 
it is important to “send things to peo- 
ple’—regularly; it is important to tell 
people why you are a good agent, by 
means of printed advertising. 

“If I were to summarize my sum- 
mary, I would quote Frank Boyden, 
famed headmaster of Deerfield Acad- 
emy, who time and again uses this ex- 
pression when advising his students: 
‘Be mobile’! In other words, be adapta- 
ble—circulate—get around—take advan- 
tage of the breaks—be on the ball!” 
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Provident L. & A. Names 
Rea Agency in Canada 


IS PROVINCE GENERAL AGENT 
Rea Is a Founder and Past President of 
Toronto A. & H. Association; Mem- 
ber of Provincial Parliament 

Provident Life & Accident Insurance 
Co. announces the appointment of 
Charles E. Rea, Ltd., as general agent 
for the province of Ontario, according 
to R. J. Maclellan, president of the 
Provident. 

In announcing the appointment, Mr. 
Maclellan said that while the Provident 
had entered the Dominion of Canada in 
June, 1948, no major agency appoint- 
ments had been made because the com- 
pany was looking for an agency of the 
experience and size to permit it to repre- 
sent the Provident for all of its lines, 
including life, group, individual accident 
and health, and railroad accident and 
health. 

Charles E. Rea, Ltd., is headed by its 
founder, Charles E. Rea. Prior to the 
establishment of his present agency in 
1943, Mr. Rea enjoyed wide business ex- 
perience in several lines in both the 
United States and Canada. In the short 
period of some six years the Rea agency 
attained an annual premium volume of 
more than $1,200,000. 


Founder of Toronto A. & H. Association 


In the accident and health field, Mr. 
Rea was one of the founders of the 
Toronto Accident and Health Associa- 
tion, and is a past president of that 
association. He is a member of the 
executive board of the International As- 
sociation of Accident & Health Under- 
writers, and a member of the Disability 
Insurance Coordinating Committee. 

Mr. Rea is a member of the Provincial 
Parliament having been elected on the 
Conservative ticket last year. He is 
active in a number of civic organizations, 


including chairmanship for Ontario of 





Coins Shibboleth 


(Continued from Page 27) 


guilty in accepting such advantages as 
are those who give them to him. 

“There are those in this country who 
are discouraged because of the read- 
justment period we are going through. 
There is no real cause for alarm. We 
had this readjustment coming. It will 
soon be completed, and then we will go 
on to bigger and better things; to hous- 
ing the millions who are still seeking 
homes, to spreading television sets all 
over the nation, to substituting new 
cars for the many old jalopies which 
are still on the road, and to placing in 
the hands of the people of the United 
States the many ingenious products 
which only the United ‘States can pro- 
duce, through its competitive system, at 
a price the people can afford to pay. 

“There are other encouraging signs. 
Such brave men as Herbert Hoover, 
Senator Byrd, Senator Taft and Secre- 
tary of Defense Louis Johnson, are 
awakening our citizens to the dangers of 
wastefulness and the safety of economy. 

“It took courage to build the United 
States. It took brave men who were 
willing to enter into.competition with 
their neighbors in building better radios, 
better automobiles, better ice boxes and 
better insurance programs. The time is 
ripe to revitalize that courage. Let’s 
pump new blood into our efforts and 
use as our rally-cry, ‘Conserve the 
Competitive System.’” 





CHARLES E. REA 


the United Emergency Fund for Britain, 
the district chairmanship of the Com- 
munity Chest, and chairmanship of the 
training committee of the Toronto Boy 
Scouts. 

In announcing the appointment of 
Charles E. Rea, Ltd, Mr. Maclellan 
said that the Provident feels fortunate 
to begin its development in the Do- 
minion of Canada with such an out- 
standing organization and predicted that 
the province of Ontario would soon 
equal leading states in the United States 
in premium volume for the Provident. 





Berkshire Preparing to 
Enter A. & H. Field 


The Berkshire Life of Pittsfield will 
shortly enter the accident and health 
field. Plan for its A. & H. operations 
are now being prepared and the an- 
nouncement, together with personnel 
for the company’s new division, will 
be made later. 











AIMS AT HUNTER PROSPECTS 


Continental Casualty Issues New Sales 
Kit on Coverage; Offers Oppor- 
tunity to Agents and Brokers 


Following up its national polio insur- 
ance sales campaign, Continental Casu- 
alty of Chicago recently announced the 
completion of a new sales kit designed 
to help producers sell accident  pro- 
tection to hunters in large volume. 
Aimed at the 12,000,000 hunter prospects 
throughout the United States, the kit 
provides a sales guide and a variety of 
promotional materials for reaching this 
market. 

Robert J. Glasgow, superintendent of 
Continental’s aviation accident division 
which underwrites the special hunter’s 
coverage stated that the sales kit offers 
another fine opportunity for agents and 
brokers to get immediate volume. “Con- 
tinental’s accident protection for hunt- 
ers is the only short term accident con- 
tract on the market providing complete 
protection for hunters against the ‘Big 
3’ hunting hazards,” Mr. Glasgow said. 
“These hazards are: (1) fire arms acci- 
dents, (2) automobile and travel acci- 
dents, (3) other accidents . . . indoors, 
outdoors, in the woods, falls, sprains, 
burns, etc. No other short term policy 
covers all of these hazards.” 

Mr. Glasgow also pointed out that 
volume sales to hunters this fall will 
help producers build a good clientele 
for permanent accident and health cov- 
erages and other lines of business. 
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Monarch Life Issues 
New Riders and Policy | 


BENEFITS ARE ENLARGED | 





“Accident Only” Non-Cancellable Policy 
Has Optional Blanket Expense 
Rider; Other Changes 

In recent weeks the Monarch Life of 
Springfield has enlarged the scope of | 
its non-cancellable health and accident 
coverage by the introduction of new 
expense benefit riders and an entirely 
new policy. In addition, the company has 
adopted a 3l-day grace period for the 
payment of premiums instead of the 
10-day period previously included, and 
has liberalized the policy provisions in 
other respects. 

To provide for greater protection 
against the costs of illness and injuries 
and to enhance the salability of its poli- 
cies, the Monarch now has available for 
attachment to its non-cancellable, guar- 
anteed renewable weekly indemnity con- 
tracts a rider paying doctors’ bills after 
the first $15 of expense up to $250 dur- 
ing any one continuous disability. This 
is in addition to payments under the 
recently revised and improved surgical 
schedule which provides payments up 
to a maximum of $200, according to the 
description of the operation. Benefits 
for hospital charges up to $10 per day, 
plus charges for operating room, anes- 
thetics, X-ray, laboratory, drugs, medi- 
cines, surgical dressings, or ambulance 
service up to a maximum of $250 are 
also available on an optional basis. 

Alternately, the company will issue in 
connection with its weekly indemnity 
policies blanket accident expense bene- 
fits up to a maximum of $2,500 for all 
hospital, surgical and medical expense 
arising from accidental injuries, together 
with scheduled benefits for such ex- 
penses arising from sickness. 

The company’s long-term non-cancell- 
able policies paying benefits for 30, 60 
or 120 months on any one disability have 
been revised to include full coverage for 
aviation accidents. A multiple option 
rider is available with these policies to 
provide benefits for hospital, surgical 
and medical expense, as well as to ex- 
tend the accident indemnity for the 
duration of total disability. 

New Policy Renewable for 
Life of Insured 

Monarch’s new contract, the Ideal, is 
a non-cancellable “accident only” policy 
which is guaranteed renewable for the 
entire life of the insured. This contract 
provides an accidental death and dis- 
memberment benefit and specified in- 
demnities. It may also provide, through 
an optional rider, for blanket accident 
expense up to a top limit of $2,500 for 
ages at issue 25-59, with lower limits 
available at younger and older ages at 
issue. 

This policy is available to men, women 
and children and is issued from ages 0- 
70 inclusive. When issued before age 6 
the principal sum benefit reduces in half 
upon attainment of age 65 and_ the 
blanket expense limit is then reduced 
by 80%. For children the annual _pre- 
mium for $1,000 principal sum and $1,000 
accident expense limit is $18 for girls, 
$25 for boys. 





STANDARD ISSUES CALENDAR 
1950 calendar provided by the Stand- 
ard of Detroit Group for distribution 
by the company’s agents is an attractive 









affair illustrated with three beautiful 
paintings by Dale Nichols, celebrated 


American artist. The calendar folds into 
a convenient size for mailing and may 
be used as a greeting folder. 
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